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Agency Folks 


We 
Life 





speak of the Peoria 
field 
“Agency Force,” 


seems to be the ce 


organization as our 
because that 
ymmonly 

cepted term used to desct 


the staff of a life 


What is 


however, 


selling 
surance company 


really in our minds, 


is Jim and George and all the 

rest of the folks who make up 

our “Agency Force.” 
The Peoria 

Agency Force i 

ical contrivance 


matic production of 
| 


ance applications 





a 


\ 
a 


Peoria Life 


Insurance Company 


Peoria, Illinois 


is composed 





one with his own peculiar 





wants, problems, and condi 





and = its 
are busi 


The ¢ 


because we work 


partners im 


ompany 


prosper 5 


with our 
acrent ‘rve them 
agents, serve then 


make good 


attitude of 


, help them 


This warm, per- 


the Peoria 


sonal 


Life toward its agents, and its 


; ; ' 
TIts tO Seé€ 


ve their individual 


nd varied need 


ible. is mainly 


SAS Ce 


mmpletely 
MOSS respon 
tor the Peoria Life 


Happy 
\cre nts 


Family of Successful 
















































We have you bank local- 





<a ly and we invest our 
A x money to build schools, 





bridges, city improve- 
ments and the commun- 
ity generally in which 
| we get our business. 


This co-operative plan is 
a great step forward in 


making good will for 
our representatives. 


Write for the plan. 


~ YieFarmers € Bankers 


Life Insurance Company 


H. K. Lindsley 
PRESIDENT 


























J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT SECRETARY 


WICHITA, KANSAS 











The Reason ra 


aid in buying homes im the Middle 
West— 


will interest you if...... pride am income for the aged and 


educate Western childrea— 


| If you are interested in selling life secure for yourself a real Opper- 
insurance you will be interested in the tunity for Service, Prefit and « 
7 key to the Gem City Life’s record of ve 
In increasing assets and insurance-in- 
force nearl n fold in . 
ten years arly ten fold in ten years R 
In the agency contract and the pol- epresent the KANSAS LIFE 
icy line which includes all standard lnswrence Company. ire a 
\ . +2 operating wi is com r 
0 and aeme epoca ‘ — of participat- aiden Wataes A we the pet of Life 
ing and nonparticipating contracts, Insurance as an investment. 
group insurance and accident and oe 
health coverage, will be found the real If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
reasons for the success of the Gem at present unattached, we have an agency con- 
Tl M ES City Life agents. In the success of tract that will be of interest to you. Write us 
our agents lies our success also. fully about your qualifications. 
THE If you will write I. A. Morrissett, 


INSURANCE enna, » e - glad to give Ghe 
you complete details of our .agency 
IN contract and reasons why it will pay K A N S A S # I F E 
FORCE you to join the Gem City Life. 
Insurance Company 
| 
° . of TOPEKA 
rerritory oreN The Gem City Life KANSAS 
In Ohio Michigan, Dis. yaunancecomany oF RYTON, cm 


Virginia, Georgia, Ala- I. A. MORRISSETT, 
bama and Louisiana. Vice President 
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“A Company 
willing to Pay 
the Price Required 


First Aid 


Every experienced Life underwriter realizes that the greatest first aid 
in selling life insurance is a line of policy contracts that really sell themselves. 


The International Life Insurance Company offers the Life man a line of 
policy contracts that are unexcelled—all the usual forms in participating, 
Non-Participating, Group and Association plans, and a complete line of 
Juvenile policies. 


Even our competitors recognize our Juvenile Policy as one of the best 
sellers on the market. 


to Give Service” 


Have you ever heard of our Standard Special Policy? It’s a gem. 


Write us for information. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 




















How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street’ remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 





AND it surely is a game if all you have is a rate 
book. 


| BUT add to it a generous quantity of A®tna sales 
| helps and Whatley codperation and you have a 
| life insurance business—a good business. 

| 


ANY one of our men will tell you that the business 
idea has much greater endurance and is a lot 
more enjoyable than a short-winded frolic. 


PANY} 


WHAT LE 


General Agent for the 
7Etna Life Insurance Company 


| Hartford Connecticut 
230 S. Clark St. aD Chicago, Ill. 


&. Re 


HARRY L. SEAY, President 
Over $118,000,000 Insurance in Force 


Some very desirable territory still open in its home State—TEXAS. Exceptional 
Opportunity for the right man in Tennessee, Minnesota, Indiana, Oklahoma, Mississi pi. 
California and Missouri. The Southland’s agents receive wholehearted Home O 
Cooperation. For Information Address 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 
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590 MILLION MESSAGES 


as Goodwill Builders for 


Missouri State Life 


Scheduled to appear in newspapers 
during last four months of 1927 


HE biggest word in business today is ‘‘Goodwill’’ and the 
biggest force in business today is ‘‘Public Opinion’’. Good- 
will is the essence of favorable public opinion. 


The Missouri State Life has just sched- 
uled a program of ‘‘localized’’ National 
Newspaper Advertising to further aid 
in augmenting nation-wide goodwill 
for its name, its policies and its repre- 
sentatives. The Company is proud 
of its past record of achievement, 
proud of its standing as a great, grow- 
ing Company, 19th among the leading 
life insurance companies of the coun- 
try. It proposes to broadcast this story 
of success to a nation-wide public. 


In a series of quarter-page advertise- 
ments running bi-weekly in a selected 
list of newspapers in some sixty odd 
cities, the Company will broadcast 
more than 50 million individual mes- 
sages during the last four months of 
1927. 


This is just one of the ways in which 
the Missouri State Life is helping its 
men in the field to sell more Missouri 
State Life insurance. 





A Great Company Daily Growing Greater 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. SINGLETON, PRESIDEN HOME OFFICE, SAINT LOUIS 
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IMPORTANT DECISION 
EXPECTED IN TAX CASE 


Federal Claims for Inheritance 


Duties on Life Insurance 
Contested 





VITAL ISSUES INVOLVED 





Franklin W. Ganse, Well-Known Au- 
therity, Discusses Noteworthy As- 
pects of Suit Recently Filed 





BOSTON, Sept. 8.—The statement 


ade this week by Franklin W. Ganse, 
: | 


he well-known inheritance tax authority 





this citv, to a representative ot Tut 
NATIONAL UNDERWRITER that the petition 
recently filed in the United States dis 
trict court in New York in the case of 
the life insurance in the New York Life 

the late George \VW. Perkins, one ot 
he great life insurance men of this 
‘ try, promises to be almost, i not 
juite as interesting as the celebrated 
case of Lewellyn vs. Frick decided by 
e United States Supreme Court in 
Mav, 1925, will make hfe msurance men 
generally take notice Mr. Ganse has 
gone into this case very thoroughly and 
is able to present some very imteresting 


and nmnportant data about it. 
Facts of the Case 
Mr. Perkins d 


leaving an estate val- 


Che facts are these red 
June 24, 1920, 
ued for federal tax purposes at $5,513, 
(9, including life insurance in the New 
\ irk Life. , 1} larg nui 


. representer vv a tare 
t ol pol es all pavabl te personal 


"4 


, 
enicia4ries 
ist forms 
nv, and amoun 

\ll of these policies were taken ot 
Feb. 24, 1919, which ts the 

1 federal revenue act of 1918 went 

Mr. Perkins’ will was p1 

New York June 24, 1920, and the 
executors filed the estate tax return re 
quired by law on June 15, 1921, at 
time they paid taxes 

¢ entire estate to the amount of $744, 
Of this amount $49,408 was caused 

he melusion « | life 
$40.000. In 


date when 
mt 


‘— ret ‘ | 
ettect uUpDAarer 


which 


federal estate on 


! the Insurance 


eeds, mn excess ot the 
nount the executors 


filed im 


“ross estate. This ai 
under 


tine of 


protest writting at 


pavinent 


Held Proceeds Property» tncluded 


ithoritics eviewed this 
( proceeds \“ 
u led n the gross estate 
ised to refund the 


in question. On Tune 4, 1925, 


vhich the 
Revenue at Washington 
1926 

Most of the 


Feh. 6. 
Ove piven 
Frick decision 
Supreme (C< 
finding ot 


dates il 
the date of the 
he United States 

1925. the 
ner Blair in rejecting the formal cl 
the Perkins case in 1926 could 
be based on the old rulings 
(CONTINUED OWN PAGE 28) 


vurt 
but Commis- 
Im 
not 


urse, 


|MANY ARE LICENSED ON 
MUTUAL BENEFIT PLAN 


|}BROUGHT UNDER NEW LAW 


| Illinois Associations Authorized by In- 
| surance Department During Week 
Ending Aug. 27 Number 27 


| During the week Aug. 22-27 tl 


|}were 27 mutual benefit associations 

licensed by the Illinois insurance depart 
}ment under a law passed at the last 
| | > 


legislative session bringing them under 


| the supervision of the insurance depart 
ment Illinois is full of organizations 
which heretofore have been permitted 
under the laws to operate as soon as 
their incorporation was completed with 


coming under any of the regulations 
ipplving to Insurance associations 
conditions is corrected bv the new 
Che mutual } 
ied ft vom 
ceived hcenses 
\ug. 27 are 
1. General 


benefit 

during 

the following 
Mutual Benefit 


associations that re 


the week e1 


Associa 


tion, Springfield: M. V. Briggs, presi 
dent: J. H. Ashby, secretary-treasurer 
} International Benefit Corporation 


Decatur: Wilford W. Miller. president 
I W Me Neil, secretary -treasuret 
Mutual Life & Benefit 


Congress 


\ssociation, Springfield: R. G. Patt 
president \\ R Me cher secretar®r 
ire isurey’ 
t. Okaw Provident Relic Associa 


nl, Shelbyville: J 4 
’. Stiarwalt, secretary-treas 
». Illinois Mutual Union 
N Rice, president: J \ 
: treasurer 

6 In 


Marion; E 

Felts, secre 

terstate Mutual, Marior P. B 
president: J. L. Johnson, s¢ 


ry-treasuret! 


; American Mutual Bene \ss 
ition, Marion: P. B. Johnson resid 
] ] ] lie « secr rr t surer 
s Oblong Mutual Societ ©) i 
\ \ Ne s bold, president; I Tal Le 
Barker, secretary-treasurer 
% Three One Mutual, Case Ei 


Forester president lohn Weaver sec 
retaryv-treasurer 

| 10 New Home Benetit \ssociat 

i Urbana: Oscar F. Cochran, president 


John H. Baker, secretary-treasuret 

11 Estate Benefit C« at 
Springtield: Chas. E. Phillips res 
Clarence | Davis, secretary Robert H 
Beverly easuret 

2. Tlhni Mutual Relic Assoc 
Champaigi N. Frve. president: George 
\W. Thomas, secretary-treasure 

l Peoples Relict \ssociath | 
lory t Homer Ml H k le preside 


14 Lgvpt an’ Relic \ssociat Ne 
evga: D. M. Robinson, presides Walter 
\. Seidler, secreta ire ¢ 

l (,uarantec Benetit Assoc 


It Commercial 
snot 
president 1) () Wallace secretat 
treasurer 

7 Fidelity 
kK. | 
bart, secretary-treasurer 

18 North American Protective Cor 
Springheld; M. V. Briggs, 


Mutual Un 


Gauen, president 


| poration, 


'GROUP SUPERVISORS OF 
EQUITABLE LIFE GATHER 


HOLD MEETING IN NEW YORK 
Vice-President William J. Graham Pre- 
sents Figures Showing Tremendous 
Increase in New Business 


NEW YORK, 


terly meeting of 


Sept. 8.—The quar- 
group representa- 
Equitable Life of New 
week was attended 


the 
tives of the 


York held 


1 , 
nere last 


by some 50 group supervisors, directors | 
and large producers from all parts of 
th eeente Both n nd old prob 

the country 90th new and ok prot 

lems connected with group life, group 
accident and health, group accidental 
death and dismemberment and group 


pensions and annuities were discussed at 
the mecting, which was presided over 


nt William J. Graham, 


Vice pre side 





who announced that Equitable group 
figures for the first eight months of 
this vear exceed in volume any other 
complete vear except 1926 
Large Gains Shown 

“On Aug. 31 this year there was a 
et ga ‘ Equitable group insurance 

tore tf $115.000,000 over that in 
orce at the end of 192¢ Compared 
wi the @ s nce n torce Dec 
1, 1925, the net gain for the 20 mths 
ending Aug. 31, 1927, amounted to more 
than $300,000,000 On June 30, 1927, 
the society showed more group in force 
than the total insurance mm force in 253 
of the 269 American and Canadian com 
anies listed for volume as of Dec. 31 
1926, by THe Nationa UNpDERWRITER,” 
concluded Vice-president Graham 

T he two-day meeting closed with a 
ncheot w“ Vice resident Graha 

Ss toastmaste W called eac 

e tollowing < hice officials for 

ew ret ks Associate \ t ry D 
\ Walke specialis } pensio 
sc he s Vic p e side Actuar 
N Henders Vice esident I I 
Fisher \\ B Pars : read f ti 
lain depart ent i Vice resident 


reside \s! . i treas 
10 | ( , \l Ben \s 
. ‘ (sree e: Ha H. M 
eside H. XN. Ba reer. $ 


re 
} Ase , ‘ 
:G.cs y sident » A 
hed | x . 
: Eureka’ M I 
~ ¢ 1 ‘ : \ rf ( 
sic \I \ Herr . eta 
¢asurt 
a i I ‘ Associa 
_ ghel \ } Rr esi 
iN Ri secre i tas 
l coin Bene \ss t 
Sy) eheld: M. K. Gra eside W 
Petter, secretary-treasuret 
6. Washington Benent Associat 


(CONTINUED ON PAGE 25) 


MAJOR ROGER B. HULL 
SPEAKS AT BALTIMORE 


New Managing Director of Na- 
tional Association Makes His 
Maiden Address - 


INSPIRATIONAL 


TALK IS 


Baltimore Asosciation Members Hear 
Business Praised and Also 
Cautioned of Dangers 
Ma R nC | Hiu rece tis a} 

c manag x ec the N 4 
i \ssociat Life l lerwriters 
irs al speec in his ew 
( c c c i c Life l 
< \ s \ss i l rsda t 
. WwW - I < i es was par as 
\ « i I i As 





MAJ. ROGER B. 
Manraging Director National 


NULI 
Asseciation 
ef Life Underwriters 


~“ i> ‘ .s 
‘ na A 4 cx all> 
‘ 4 fla the Na 
i \ss i > > A ‘AIDE 
- : 4 ‘ ‘ 
' ' 
‘ ! i t 
i i taiking and 
' 
i . i Mave 
! , , 
4 stea i st 
i” i Ca “ 
| + 
\ ™ 4 
; i iT. HH c> 
x a _ A wins 
i i > at rraerit . 
‘ i i . « ept 
“ i A stituth 
\ sura sa 1 g 
' ' 
i i “ ere a 
« ss - t s rN (ne , 
ACA wit lee | eacerts y ir pro 
ession—my profession now, by adop- 
{CONTINUED ON PAGE 15) 
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PROGRAM OF LIFE OFFICE 
MANAGEMENT ASSOCIATION 


PLAN FOR ANNUAL MEETING 
Conference for 1927 Is to Be Held at 
Ambassador Hotel, Atlantic City, 
N. J., Oct. 6-8 





The program for the annual confer- 
ence of the Life Office Management 
Association, to be held at the Ambas- 
sador hotel, Atlantic City, N. J., Oct. 
6-8, has been announced as follows: 

Thursday Morning, Oct. 6 

8:30 to 10:30—Registration and “get 
acquainted” meeting. 

10:00 — Conference 
Presidential address: 
Reid, general manager, 
tario. 

11:00—Committee report: “Health of 
Office Workers.” Chairman Dr. Henry 
W. Cook, vice-president and medical di- 
rector, Northwestern National Life; Dr. 
Wade Wright, assistant medical director, 
Metropolitan Life; C. J. Diman, secre- 
tary, John Hancock; Dr. J. R. Neal, sec- 
retary and medical director, Abraham 
Lincoln Life. 

12:00—Appointment of committees and 
general conference notices. 

12:10—Luncheon. 

Thursday Afternoon 

1:30 to 2:30—Committee report: “Home 
Office Expenses.” Chairman, F. B. Mead, 
vice-president, Lincoln National Life; 
James Scott, comptroller, Missouri State 
Life; D. N. Clark, auditor, Phoenix Mu- 
tual Life. 

2:30 to 4:00—Discussional conferences. 
Committee report: “Progress in Life In- 
surance Office Buildings.” Chairman, 
L. C. Ashton, secretary and treasurer, 
Provident Mutual Life; R. F. Tull, sec- 
retary, Fidelity Mutual Life; B. J. Perry, 
secretary, Massachusetts Mutual Life; 
E. E. Reid, general manager, London 
Life: E. E. Rhodes, vice-president, Mu- 
tual Benefit; H. P. Leak, assistant secre- 
tary, Jefferson Standard Life. 

Committee report: “Training for Home 
Office Employes.” Chairman, J. C. Hat- 
field, assistant auditor, Union Central 
Life; A. J. D. Morgan, comptroller, Great 
West Life of Canada; E. S. Macfarlane, 
secretary, Manufacturers Life of Canada; 


called to order. 
President E. E. 
London Life, On- 





R. C. Neuendorffer, secretary, Guardian 
Life; Herbert Hamilton, Union Central 
Life. 


Thursday Evening 

Informal banquet, 7 o'clock. 

Address (speaker to be selected). 

Address, Dr. Paul E. Sabine, Riverbank 
Laboratories, Geneva, Ill, “Noise in Bus- 
iness Offices.” 

Music, dancing, entertainment. 

Friday Morning, Oct. 7 
9:30—Conference convenes: Chairman, 
Dr. Henry W. Cook, vice-president and 
medical director, Northwestern National 
Life. 

9:30 to 10:15—“An Application of the 
Principles of the ‘Individual Bonus Plan’ 
to Home Office Clerical Work.” By Ma- 
rion A. Bills, assistant secretary, Aetna 
Life. 

10:15 to 11:15—‘Paying Additional 
Compensation for Production.” By H. L. 
Rhoades, personne! division, Metropolitan 
Life. 

11:15 to 
“Scientific 


12:15—Committee report: 
Management in Home Office 


Administration.” Chairman, F. L. Row- 
land, manager, personnel and planning 
department, Lincoln National Life; H. F. 


Chadeayne, manager administration de- 
partment, Missouri State Life; H. C. Pen- 
nicke, manager planning and personnel 
department, American Central Life; C. E. 
Johnston, assistant secretary, Phoenix 
Mutual Life. 
12:15—Luncheon. 
Friday Afternoon 

1:30 to 2:30—Committee report: ‘“Me- 
chanical Appliances in Home Office Oper- 
ations.” Chairman Henry Holt, assistant 
actuary, National Life of Vermont; W. B. 
Barker, Jr., associate actuary, Connecti- 
cut Mutual Life; M. D. Johnson, chief 
accountant, Lincoln National Life; D. N. 
Warters, assistant actuary, Bankers Life, 
Des Moines, Ia.; J. A. Clague, chief as- 
sistant, Sun Life of Canada. 

2:30 to 4:0 
Committee report: “Home Office Rec- 
ords.” Chairman, Harry E. Moore, junior 
vice-president, Pacific Mutual Life; E. D. 
Murphy, assistant secretary, New York 
Life; A. A. Rydgren, vice-president and 
actuary, Continental American Life; 
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MORTALITY RATE IS 
STILL VERY FAVORABLE 


STUDY BY METROPOLITAN 
Suicide Frequency Shows a Decline 
Over the Period Running from 
1909 to End of 1924 





statistics of the 


According to the 
there was an in- 


Metropolitant Life, 
creased number of suicides, accidents 
and automobile fatalities in July. This, 
however, did not check the declining 
death rate and for the seventh consecu- 
tive period the current year showed im- 
proved mortality over similar months of 
last year. The mortality rate is figured 
out by the Metropolitan Life on its 
18,000,000 industrial policyholders. Tu- 
berculosis declined 9.1 percent; cancer, 
6.4 percent; cerebral hemorrage, 4.2 
percent; pneumonia, 11.1 percent; heart 
disease, 6.3 percent; Brights disease, 2.9 
percent. The Metropolitan Life states 
that the death rate from suicide has been 
decreasing in all ages in the United 
States, the most favorable showing be- 
ing found in the age group from 10 to 
19 years. This conclusion is reached 
from an analysis of the statistics cov- 
ering 1909 to 1924. The study was made 
largely to ascertain whether there was 
any justification in the feeling of 
alarm that followed publicity earlier in 
the year on the increasing frequency 
of suicide among young people. 


H. H. Allen, assistant secretary, Mutual 
Benefit Life; E. E. Duckworth, assistant 
secretary, Sun Life of Montreal. 

(2) Committee report: “Internal and 


External Relations of Home Office.” 
Chairman, Roy M. Jones, secretary and 
treasurer, Atlantic Life; J. H. Domelle, 


assistant secretary, Canada Life; George 
Graham, vice-president, Central States 
Life; N. P. Wood, auditor, State Mutual 
Life. 

4:00 to 4:30—Business meeting (elec- 
tion of officers, etc.). 

Friday Evening 

Special demonstrations of mechanical 
equipment using home office forms and 
routines. 

Saturday Morning, Oct. 8 

Train will leave the Pennsylvania rail- 
road station at 7:45 a. m. to convey mem- 
bers to Philadelphia to visit home offices. 


Licensed in Illinois 

The Empire Mutual Life of Kansas 
City, Mo., the St. Louis Mutual Life 
and the Union Labor Life of Baltimore 
have been licensed in Illinois. The Mid- 
Continent Life of Mt. Vernon, IIL, 
assessment company, has been licensed. 
The Judea Life of New York City and 
the St. Joseph Life of St. Joseph, Mo., 
have been licensed in Illinois. The 
Theodore Roosevelt Life of Decatur, 
Ill., has been licensed as an assessment 
company. 





Columbian National Stock 


A voting trust has been formed by 
the American’ Investment Securities 
Company which owns the majority of 
the stock of the Columbian National 
Life. It is to run for ten years. The 
stock deposited is to be held for not 
wd than $50 a share. The directors 


“ie has been a long hard pull to put 
this company in its present strong posi- 
tion, and common stockholders have 
gone without dividends for many years, 
but it would appear that their patience 
is now to be rewarded. We believe that 
present conditions and prospects for the 
future justify us in advising all stock- 
holders to retain their interest in the 
company.” 

The American Investment Securities 
holdings were carried on the books on 
Dec. 31 last, at $1,326,877, or about 
$140 per share for the Columbian Na- 
ee Life stock, against a current mar- 
et. 





GROUP PAYMENTS TO 
AMOUNT TO $50,000,000 


—_——_—_ 


27,000 FAMILIES TO BENEFIT 


The Travelers Issues Figures on Class 
and Comments on Increases 
in Coverage 


HARTFORD, CONN., Sept. 8.— 
Benefits totaling $50,000,000 will be dis- 
bursed to nearly 27,000 families of 
American workmen this year under the 
provisions of group life insurance, is 
the forecast made by the Travelers. 

In 1926 $37,081,002 was paid wage 
earners and their families in the United 
States under group insurance. Of this 
amount $26,218,310 was for 13,941 
deaths caused by disease; $3,701,144 for 
1,968 deaths caused by accidents; $3,- 
985,309 on account of permanent total 
disability suffered by 2,134, and $3,- 
176,239 for miscellaneous causes in 
which 1,689 workmen figured. 


Deaths by Disease Highest 


This year it has been estimated that 
of the $50,000,000, $35,350,000 will be 
disbursed under group insurance be- 
cause of 18,800 deaths by disease; $4,- 
990,000 as a consequence of 2,700 deaths 
from accidents; $5,374,000 because of 
permanent total disability suffered by 
2,900 wage earners, and $4,286,000 on 
account of undetermined causes in 
which 2,300 workmen figured. 

At the close of last year seven lead- 
ing insurance companies had in force 
#5,250,000,000 of group insurance, cov- 
ering the families of approximately 5,- 
000,000 workmen. This form of insur- 
ance, which originated in 1911 but did 
not grow into wide usage untjl 1918, 
has come into more general application, 
it is felt, because of the great number 
of wage earners who do not carry any 
insurance. 

Few Workers Carry Insurance 


Few employes have other than a small 
amount of life insurance. Fifteen per- 
cent could not get life insurance if they 
applied for it, and 15 percent are un- 
able to do so because of age or pro- 
hibitive cost. It has been ascertained 
also that 34.6 percent of the wage earn- 
ers of the country who die leave noth- 
ing in the way of a personal estate, and 
that 30 percent leave less than $500 
each to their families. Forty percent of 
the daily wage earners in the United 
States carry no life insurance, and of 
the remainder the majority are insured 
for only a small amount, which in most 
cases proves to be barely enough to 
pay for burial. 

The steady growth in the application 
of group insurance by the employer and 
the employe is felt to be the result 
of the conviction among business men 
and employes alike that such insurance 
provides a humanitarian way to assist 
the workman and his family in time of 
death or injury. 


Have Special Convention Train 


The Kansas City life underwriters are 
expecting approximately 200 to be on 
the special train going from Kansas City 
to Memphis for the National Life Un- 
derwriters’ Association convention. The 
Frisco is putting on a special de luxe 
train, leaving Kansas City at 5:30 p. m., 
Oct. 11, and arriving at 7:30 a. m., Oct. 
12, at Memphis. Charles L. Scott, na- 
tional committeeman, who is in charge 
of the arrangements for the special train, 
has invited all members attending the 
national meeting from the north and 
west to route their tickets by way of 
Kansas City in order to take advantage 
of the special. A table d’hote dinner 
will be served on the train. 

Special entertainment is being planned 
tor all who can spend Oct. 11 in Kansas 


City. Mr. Scott will answer any ques- 
tions with regard to the convention 
train. His office is at 601 Continental 


building, Kansas City, Mo. 











ILLINOIS LIFE AGENCY 
CONVENTION PROGRAM 


GATHER AT LAC DU FLAMBEAU 


Schedule of Talks That Were Given At 
the Meeting Held This 
Week 


The program for the 24th convention 
of the $100,000 Club of the Illinois Life 
is interesting. The meeting is being held 
at Crawling Stone Lodge on Lac du 
Flambeau, Wis., this week. The pro- 
gram is: 

Presiding—E. 
$100,000 Club. 

Reading of the Minutes—?P. L. Sausser, 
club secretary. 


. 


Cc. Wharf, first president, 


Address—J. M. Kelly, retiring presi- 
dent. 

Address—S. A. Scott, incoming presi- 
dent. 


Presentation of the Conservation 
Prizes—B. J. Stookey, secretary, Illinois 


Life. 

Why My Renewal Percentage Is High 
—O. H. jabel, manager, Corn Belt 
Agency. 





The Business of Life Insurance—T. J. 
Henderson, agency manager, Michigan 

Which Is the Greater Life Insurance 
Service?—L. N. Thurston, manager, 
Wacker Drive Agency. 

Deciding the Policy to Present—I. A. 
McBride, special agent, Southwestern 
Department. 

Where and Who and Why, More Im- 
portant Than What—Henry Sterchi, man- 
ager, Wabash Valley Agency. 

Why My Prospects Buy—M. E. Dark, 
manager, Southwestern Department. 

My Selling Secrets—E. J. Hutchinson, 
manager, East-Central Illinois. 

Where Prospects Are Few and Far Be- 
tween—W. F.. Sandifer, special agent, 
Southwestern Department. 

The Importance of New Agency Ap- 
pointments—Roger Davis, general agent, 
Southwestern Department. 

The Selection of Agents—G. H. Kop- 
perl, manager, West-Central Illinois. 

The Best Training for New Agents—R. 
B. Daniel, manager, Southwestern De- 
partment. 

Is There a Fairly Well Established Ra- 
tio Between Calls and Applications—W. 
L. Coonrod, district manager, Southwest- 
ern Department. 

The Short Term Payment and Endow- 
ment Policies—Edwin Hansen, agency 
manager, Chicago. 

Competitors and Competition—D. B. 
Ryan, special representative, South Side 
Agency. 

How I Find My Prospects—Miss Lena 
H. Smith, Wabash Valley Agency. 

The Importance of Application, Part I 
—P. L. Sausser, supervisor of agencies, 
Illinois Life. 

Rate-book Drill from Cover to Cover— 
James W. Stevens II, agency vice-presi- 
dent, Illinois Life. 

The Idolaters of Volume—R. W. Stev- 
ens, president, Illinois Life. 


Confederation Life Convention 





At a convention of the eastern Can- 
ada and Newfoundland field staff of the 
Confederation Life, held in Quebec, J. 
Dillon, minister without portfolio in the 
Quebec cabinet, in the course of an ad- 
dress stressed the point that insurance, 
by heavy investments, provided the 
very life blood of industry in Canada, 
and therefore played a tremendous part 
in the economic growth of the country. 
O. E. Sharp, superintendent of insur- 
ance for Quebec, who welcomed the 
delegates, said that the proposal to 
eliminate part-time insurance agents, 
and the passage of an insurance exami- 
nation law, would meet with the ap- 
proval of the companies. Addresses 
given at the convention covered “Group 
Insurance,” “Conservation of Business” 
and “Modern Field in Policy Contracts.” 


Will Meet in Memphis 


Agency Association of 
the Pacific Mutual Life will hold its 
annual meeting in Memphis at the 
time of the meeting of the National As- 
sociation of Life Underwriters, Oct. 12- 
14. Many of the general agents will 
attend the managers’ school to be held 
there at the same time. 





The General 
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CENTRAL LIFE HOLDS 
ANNUAL CONVENTION 


General Agents and Leading Pro- 
ducers Gather at Home Office 
in Chicago 


TWO-DAY CONFERENCE 


Sales Talks and General Discussions 
Featured Get-together of 
Agency Ranks 


The annual agency convention of the 
Central Life of Illinois was held at the 
home office in Chicago last week, the 
general agents and leading producers of 
the company filling the convention hall 
on the top floor of the home office build- 
ing. W. Rolla Wilson, vice-president 
and agency director of the company, 
presided at the sessions, which opened 
Thursday morning. Judge W. H. Hine- 
president, was the first speaker, 
his subject, “Central Life 


baugh, 

taking as 

Family.” 
Judge Hinebaugh Spoke 


Mr. Hinebaugh in a long inspirational 
address summed up the essentials of 
success as he judges them, these being 
hard work, hard study, initiative, love 
of the work, exactness, the spirit of con- 
quest, generosity in all things, the cul- 
tivation of personality and a democratic 
spirit. He said that in order to sell 
successfully, these qualities would have 
to be combined and in addition, as far as 
the business details are con- 
cerned, it is essential for the agent to 
secure cash settlement in all cases, not 
carrying the life insurance of his clients, 
and to sell the business right in the 
place and make it stay. 


some of 


Reviewed Actuarial Progress 


Wilbur 
of the company, 


Johnson, the new actuary 
made his first appear- 
ance before the board at this meeting. 
Mr. Johnson gave a general summary 
of the history of life insurance and spoke 
on some of the particular features in 
which the agents would be interested as 
affecting sales and mortality experi- 
ence. He particularly referred to the 
effect of the war on the business and 
drew a parallel between the experience 
following the last war and that follow- 


ing previous wars. Referring specifi- 
cally to the Civil War, he pointed out 
that during the first year of the war 


there was a slump, similar to that dur- 
ing the first year of the last war, fol- 
lowed by successive increases of at least 
30 percent each year, a boom similar 
to the post war boom just experienced. 
Mr. Johnson also referred to the mor- 
tality experience of the company, which 
has been particularly favorable, analyz- 
ing it by location, by size of policy and 
by occupation and age groups. He said 
that there was very definitely established 
in the experience of all of the com- 
panies the fact that bigger poiicies in- 
cur a higher mortality than the smaller 
policies. S. F. Bradford, auditor of the 
company, explained the blanks and state- 
ments used by the company. R. J. Bur- 
rows, associate counsel, discussed the 
application and the policy form, stat- 
ing in particular some of the legal 
phases in which agents should be inter- 


ested as an important factor in their 
sales efforts. Charles Nadler, vice- 


president, led a general discussion on 
“Collections and Settlements,” stressing 
the necessity, both for initial sales re- 
sults and the conservation efforts, of 
securing cash settlements with the poli- 
cies. Medical problems were discussed 
by Dr. T. W. Burrows, who also led a 
general discussion on this question. A 





RESERVE LOAN LIFE IS 
HAVING UNUSUAL YEAR 


GAIN OF 33 PERCENT MADE 


Company’s 
Business Is 31 Percent— 
Future Promising 


The Reserve Loan Life reports a gain 
for the first eight months of the year 
of over 31 percent in business received 
and over 33 percent for business issued 
and paid for as against the correspond- 
ing period of 1926. 

Reports from 45 companies for the 
first seven months of 1927 show an 
average gain of only 1.7 percent, and 
some companiés even report a loss dur- 
ing July and August. 

The figures for 
Life for the month of August show 
that the company received $5,050,000 in 
applications and that in the same month 
there was issued, delivered and paid for 
business amounting to $4,040,000. On 
the basis of present production it will 
be only a short time until the Reserve 
Loan Life will be over the $10,000,000 
mark, it is said. 

The company is carrying on an ex- 
tensive organization program, and dur- 


the Reserve Loan | 





Increase on Applied-For | 


| sel of the Travelers, is 


| furnished 
| committees, 


ing August J. H. Holtman, assistant to | 


agency director Guilford <A. Deitch, 
completed 24 general agency contracts 
in North Dakota. 


Assistants’ Conference 


A conference of assistant managers 
and field assistants in the life and acci- 


dent departments of the Travelers is 
being held at the home office this week. 
Developments of life, accident and 
group insurance will be discussed. This 
is the second conference of the kind 
held. 


luncheon was given to the agents and 
their wives at the Drake hotel at noon. 


Talk by W. Rolla Wilson 


In the afternoon Mr. Wilson opened 
the session with a general discussion of 
the agents’ work. He told of the de- 
velopments in life insurance sales work 
in recent years, paralleling the develop- 
ment of industry and commerce. He 
pointed out that new ideas are con- 
stantly unfolding in all branches of en- 
deavor and no less in life insurance. 
Mr. Wilson said that time is the capital 
of the insurance agent and this cannot 
be dissipated any more than can the 
capital of an incorporated organization, 
yet every agent is dissipating his capi- 
tal if he does not utilize his time to the 
best advantage. In order to do this he 
must get the right prospect in the first 
place and must not waste his time on 
worthless needs. He must educate the 
prospect to his individual needs and he 
must at the outset secure the 








essential | 


information to effect an intelligent ap- | 


COMMITTEE DESIRES 
WORK FORWARDED 


SEEKS MORE UNIFORM ACTS 


W. H. Bennett of National Agency 
Association Objects to Report to 
American Bar Association 


NEW YORK, Sept. 7.—William Bro- 
smith, vice president and general coun- 
chairman of the 
committee of the American Bar Asso- 
ciation, charged with the preparation of 
an insurance code to be sponsore1 by 
the organization. In submitting its re- 
port the committee recommended that 
the draft be approved, that copies be 
legislative commissions and 

insurance supervisory offi- 
cials and others interested in the prepa- 
ration or revision of insurance legisla- 
tion, and further “that the committee on 
insurance law under the direction of the 
executive committee of the association 
be authorized to co-operate with the 
National Convention of Insurance Com- 
missioners and the National Conference 
of Commissioners on Uniform State 
Laws from time to time in recommend- 
ing and favoring the enactment of the 
several chapters of regulatory provisions 
contained in this draft.” 

W. HH, Bennett Offers Objections 

Secretary W. H. Bennett of the Na- 
tional Association of Insurance Agents 
points out that the intended code “lacks 
three provisions which we believe to be 
necessary for the proper functioning of 
insurance agents, viz., a resident agent's 
section, a qualification provision and the 
licensing by the insurance department 
of an agent,” offering further that “it is 
not likely that any legislature in the 
United States would adopt an insurance 
code with all of these wise and salutary 
provisions omitted.” 


sale results in business that is only 
half sold. Selling service requires con- 
stant attention until the policy is actu- 
ally in the hands of the policyholder and 
even then it is not completed, the work 
being necessary on through the early 
years of the life of the policy. 


Explains His System 


practice to 
possible 


Mr. Wixom makes it a 
render policy service at every 
point of contact. He delivers each poli- 
cy personally, explaining its provision in 
detail to the policyholder betore surren- 
dering it to his care. He then makes 
a persistent follow-up on all of his poli- 
cyholders, seeing them wherever pos- 
sible and constantly checking the policy 
conditions, to see that they fit his chang- 


ing needs. He remembers them on 
their birthdays and on any other im- 
portant occasion, Particularly at the 


time of the payment of the second pre- 


mium does he follow up each policy- 
holder, for that is the time when the 
most trouble is encountered and when 


the selling or reselling of the policy is 


| essential. 


proach. Thus assured, the agent can 

without trouble proceed through the 

presentation of the case and the sale. | 
Discussed Sales Methods 


The afternoon session of Thursday 
was devoted to sales talks by some of 
the general agents and leading produc- 
ers of the company. W. C. Murden, 
general agent at Evanston, IIL, led the 
discussion with a comprehensive analy- 
sis of circularization and direct mail sys- 
tems as used. The question of direct 
mail advertising as an aid in life in- 
surance sales work was further dis- 
cussed by John B. Patterson, general 
agent at Streator, Ill, and Frank 
Wixom, general agent at Eagle Grove, 
Ia. Mr. Wixom also discussed the mat- 
ter of “Writing the Business Right.” 
He pointed out that the life insurance 
policy is not sold until it is delivered 
and that a procedure which regards the 
securing of an application or even the 
receipt of the premium check as the 


Thursday evening the 
the annual banquet in the Drake 

with President W. H. Hine- 
baugh as toastmaster. Talks were given 
at the banquet by Ed Wilkerson, state 
agent in Texas; Matthew Walker, man- 
ager for southern California; C. M. 
Cartwright, THe NaTionAL UNDERWRITER, 
and Vice-President W. Rolla Wilson. 


Session Friday 


On 
held 
hotel, 


company 


The Friday morning § session was 
largely devoted to sales talks by the 
agency heads and leading producers. 
J. M. McGovern, general agent in North 
Dakota, and W. A. Erckenbrack, gen- 
eral agent at Watertown, S. D., pre- 
sented some selling suggestions which 
they have found practical in their field. 
Richard Schateinger of the Los Angeles 
agency told of the merits of the child's 
policy as a lead for other business. Mr 


(CONTINUED ON PAGE 25) 





| AGENCY MEETING HELD 


BY MINNESOTA MUTUAL 





About 100 Producers Gather at 
Minnesota Resort as Guests 
of Company 


SESSIONS OF HARD WORK 


New Policy and New Selling Plans Are 
Announced — Trustees Attend 
the Convention 


A new policy and several new selling 
announced at the agency 
the Minnesota Mutual 
Life held at Alexandria, Muinn., 
week. About 100 present. 
Sam R. Weems, Dallas, 
lex., was the convention president, hav- 
ing led the field with $1,007,000 
of personal business. Mr. Weems pre- 
sided at the first sessions. L. P. 
Livengood, president of the App-a-Week 
Club, had charge the second day. His 
record is an application every week for 
232 weeks, two for 180 weeks, three for 
173 weeks and four for 96 weeks. On 
the third day Fred W. Allen, of Minne- 
apolis, was in the chair. He is president 
of the Randall Club, named after Presi- 
dent E. W. Randall of the Minnesota 
Mutual. Membership depends on writ- 
ing at least $100,000 a year, renewing 75 
percent of the second premiums and 90 
percent thereafter. Leadership of this 
club means a fine conservation record. 


plans were 
convention of 
last 
agents were 
State agent at 
forces 


day's 


Ran on Railroad Schedule 


was devoted largely to 
and indi- 
second day all the 
and the subject 

That Brought 


Ihe first 
home ofhce 
vidual topics. 
speakers were agents 
was, “The Sales Idea 
Me Here.” The third day had two top- 
ics, namely the conservation idea and 
writing old policyholders. Some new 
working plans were announced and dis 
tributed by Harold J. Cummings, 
ciate manager of agencies. 

The sessions ran on railroad schedule 
and as most of the speakers had been at 
previous conventions of this company 
and were aware of the system the talks 
were short, kept within the time limits 
and full of useful ideas, 


day 
announcements 


rhe 


asso- 


Two Extra Sessions 


The schedule called for a morning 
session only. However, on the first 
afternoon the general agents held a spe- 
cial meeting to hear the analysis of their 
work made by the Life Insurance Sales 
Research Bureau. Sam R. Weems of 
Dallas not only led in production with 
his $1,000,000 of personal business, but 
his general agency is always near the 


top, and there was great interest in his 
method. At the request of a number of 
agents Mr. Weems agreed to take an 
hour on the afternoon of the third day 
and tell of certain things that he has 
found beneficial. About 35 agents took 
part in this meeting and it was pro- 


longed much over the hour. 


Met Real Live Trustees 


A feature of the first session was the 
addresses of a number of trustees who, 
during the convention, were about as 
faithful in attending the sessions as the 
agents themselves. Many an agent who 
had never supposed that a trustee was 
anything but an alibi for the officers sat 
next to a real one, swapped cigarettes 
with him and found that his shoes and 
hat band are about average size. In the 
Minnesota Mutual the trustees not only 
get reports of the total business, but they 
get daily reports of production listed by 
the names of the agents. This is com- 
piled for the officers daily and is copied 
on the ditto machine and mailed to the 

(CONTINUED ON PAGE 25) 
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BEN FRANKLIN 


was vehement against wastefulness on the part 
of individual or nation. Thrift and far-sighted- 
ness in saving for a definite end were constantly 
advocated by this man who was among the first 
to make a stand for active conservation of 
national resources. 


Conservation of business is a vital consideration to 
the underwriter who is thrifty enough to aspire to 
the comfort and independence of a steady renewal 


income. The fruit of today’s production should not 


be permitted to wither quickly away—they should be 


tended and watched conscientiously in order that, 


through the years, they may mean income and peace 


of mind to the original producer. 


Re-sales constitute the sixth step of the American 
I 


Central Plan and are founded upon scientific cooper- 


ation between Hlome Office and Branch Office, Agent 


and Company. A feature of the Company's system 
of renewal, solicitation and collection is that, under 
the Branch Office method of organization, the field 


man need devote only a small portion of his time to 


keeping his business on the books. 


00 


SPECIAL SERVICE is rendered not only where 
lapse is imminent, but also where reinstatement 
efforts are to be made. Trained Branch Office 
staffs are ever on the alert to preserve the busi- 
ness and to relieve the fieldman of time-taking 
details incident to conservation activities. 


ESTABliSwre o | 


AMERICAN CENTRAL 
LIFE 


INSURANCE >mMeE 
INDIANAPOLIS 


ANY 


|e 

















LINCOLN NATIONAL 
ANNOUNCES CHANGES 


Company States There Has Been 
a General Reduction in 
Premiums 


DISABILITY PROVISIONS 





Retirement Income Policy Is a New 
Contract Just Put in Effect by 





the Company 
The Lincoln National, Life of Fort 
Wayne, Ind., announces a number of 
changes along introducing liberalizing 
features in both policies and agency 


contracts. The most important of these 
are: 
1. Retirement Income Policy— 


This is a new policy designed for the 
many people who are primarily inter- 
ested in providing an income for some 
future date of retirement. This con- 
tract- 

a. Provides either a life annuity or a 
refund annuity to begin at some future 


age elected by the insured. The amount 
of income depends upon the age at which 


the annuitant elects the income to 
begin. 

b. Has death benefits and cash sur- 
render values which in the early years 
are slightly less than the amount of 
premiums paid, but in later years con- 
siderably more 

c. May be issued with the income 


disability provision 


ad Is issued without medical examina- 


tion unless the disability feature is de- 
sired 
e. A special application is required, 


. . . 


2. New Income Disability Provision— 


a Total disability that has existed 
for 90 days continuously will be consid- 
ered permanent, 

b In event of delay in submitting 
proof of disability, the income begins 
ninety days after the disability is in- 
curred; back payments will not, how- 
ever, be paid for a period of more than 


six months prior to the date of submit- 
ting proof. 

ec. Under endowment policies the disa- 
bility income to an insured receiving 
benefits at the end of the endowment 
period will be continued as long as total 


| 
| 


| 


| write 


discontinued and a clause pro- 
viding for premium waiver only sub- 
stituted. In requesting this benefit iy 
the application, cross out “Income Disa- 
bility” also the word “Instalment” and 
above it “Premium Waiver.” 

. . > 


5. Substandard Disability— 

In the past if the life portion of a 
policy were issued standard, disability 
would not he unless also stand 
ard In the future, when the life por 
tion is standard, but the disability ha 
ard requires a substandard = disability 
rate, the disability benefit will be 
in some n extra premium 


has been 


issued 


issStied 
CusSses it a 
> > a 

6 Double Indemnity Provision— 
a The double indemnity  provisior 
will be effective until age 70, instead of 
» 65 as formerly 

b. There has been no increase In rates 


for this extension of age. 
e. Under general provision No. 2 of 


this clause, Part c, “Violation of law by 
Insured” has been omitted and two othe 
parts have been added—“Committing an 
assault or felony” and “Taking of poison 
inhaling of gas whether voluntary or 
otherwise,” 


> > ° 

7. Reduction in Premium Rates— 

There has been a general reduction in 
our premium rates—the premiums on the 
following policies having been reduced 

a Preferred risk—Ordinary life, ages 
58 and up; 20 payment life, ages 39 and 
up Under premium reduction policies 
the first year’s premium remains the 
same as at present at all ages with a 
reduction in the second and subsequent 


years’ premiums at the ages just quoted 


This makes the premium reduction pol- 
icy an unusually attractive policy to 
present. 

b. All endowment premiums have 
been reduced. 

ec. Joint life premiums have been re 
duced approximately $2 per thousand 


d. In general substandard premiums 
have been reduced as follows: Table A 
$1.25 per $1,000. Table B—$1.50 per $1,- 
000. Table C—$1.75 per $1,000. Table D 

|} and above—$2 per $1,000 

e. The premiums for the life expec- 
taney and convertible term policies re- 
main the same, 


| than 


that the 


. . ¢ 
& Guaranteed Values on Substandard 
Policies— 

They will be the same as used in stand- 
ard policies issued at the same age and 
on the same form, except that extended 
insurance will not be granted in policies 
having a higher rating that Table B, or 
in which a flat extra premium of mors 
$5 charged. The elimination of 
extended insurance in these higher rated 
not, however, a handicap in 
automatic premium loan provi- 
available and should be 


is 


policies is 


sion is em- 


| * 
| phasized. 


disability exists, although the face of | 
the policy is paid at the end of the en- 
dowment period. 

d. Our disability rates, in conse- 
quence of the above additional benefits 
and due to the fact that disability rates 


have previously been too low, have been 
increased. 
> > . 

3 Professional Disability Provision— 

This is a new clause especially for the 
professional man—the physician, sur- 
geon, lawyer, dentist and executives of 
large organizations. It should be of un- 
told help in obtaining their business. So 
far as we know there are only two other 
life insurance companies issuing a 
similar clause at this time 

a The provisions of this clause are 
the same as those set forth in “2. New 
Income Disability Provision,” except 
that disability defined total and 
permanent when the insured is prevented 
of his 


is as 


from performing the duties cus- 
tomary occupation rather than unable 
to pursue any occupation for remunera- 
tion or profit 

b. To request this benefit in the ap 
plication cross out “Instalment Disabil- 
ity” and write the word “Professional” 
after “Income Disability.” 

‘ This provision will be issued at an 
extra annual disability premium of $1 
per thousand of insurance for the ordi- 
nary professional man and executive 
and $2 per thousand for dentists 

d. Excepting convertible term  poli- 


cies, this disability provision may be in- 
cluded with all forms of policies, includ- 


9. Substandard Ordinary 
Payment Life Policies— 

A special ordinary life or payment 
life policy on a substandard basis will be 
Ro 


Life and 20 


issued instead of endowments at age 

in cases where preferred risk policies 
| have been applied for, but the applicant 
found to be substandard. 

a. The premiums for these special 
substandard policies will be found in the 
rate book. 

b. Special policy forms will be used 
bearing the imprint at the bottom of the 


ing life expectancy Women and sub- 
standard risks are not eligible for this | 
benefit, however 
. . . 
i. Premium Walver Disability Pro- 


vision— 


Our old instalment disability provision 


policy “Special Class.” 
> o > 
Minimum Size Policy— 

a The minimum amount of insurance 
which will be issued on any plan will 
be $1,000, with the exception of juvenile 
policies on the 20 endowment and 
shorter term ¢ forms, which 
will be issued minimum of 
$500 

b. 
vertible 
will 
than $2,5 
risk 
amounts of 


10. 


year 
ndowment 
down to a 
and con 
life 

in 


twenty-year 
expectancy poli 


less 


Five-, ten- 
term 
be 


and 
amounts of 
preferred 


sued in 


issued 
As in 
will not 


than $2 
> . 


cies 
past, 
policies he is 
less 
11 Semi-An Quarterly and 
Monthly Premium Hates Reduced— 

Semi-annual premium rates will 
obtained by adding 2 percent to the 
annual rate and dividing by two; quar 
terly rate by adding 4 percent to the 
annual rate and = dividing by four; 
monthly premium rates are one-third of 
the quarterly rates. 

. > . 





12 Commissions on Full Premiums 


Up to and Including Age @— 
will be payable 


First year commission 

on the whole amount of the premium on 

| policies Issued up to and including age 
(CONTINUED ON PAGE 26) 
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- MODERN CRUSADER SERIES 


De 
MODERN | 
CRUSADER 





TALWART, fearless men Men 
of high purpose—and firm re- 
solve. Wherever found, they are 
in fact, as well asdeed, modern cru- 
saders. And among them, in good- 
ly number, are the field representa- 
tives of our various insurance com- 
panies. 


Like the crusaders of old, they are 
consecrated to an ideal, inspired by 
vision, and dedicated to the service 
of their fellow men. 


The Phoenix Mutual Life Insurance 
Company believes in the modern 
crusader and seeks continually to 
give him an opportunity for com- 
plete self-expression and develop- 
ment in its service. No modern 
business—least of all life insurance 
—can ever fulfill its destiny without 
the vigor and vision of “crusaders” 
in its ranks. 


PHOENIX, MUTUAL 


LIFE INSURANCE COMPANY 


MOME OFFICE MARTFORD CONN 


First policy “ere. ‘ issued 1851 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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They Talk the Same 
Language... 


Nothing contributes more to the development of 
efficiency in any organization which appeals to 
the public, than a clear understanding between rep- 
resentatives in the field and Home Office Executives. 


q 





In a life insurance company, the Home Office must 
know the agent’s problems, if they are to be dealt 


with fairly and effectively. 


q 


work, 


q 


executives alike. 


perience.” 


q 


Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


And this is not strange; for the majority of the 
Executive Officers, including the President, have 
had practical experience in field and Branch Office 


So they “talk the same language”—field men and 
And you don’t hear Nylic 
Agents saying, “Our officers can’t get the agent’s 
point of view because they have never had field ex- 


Common experience begets mutual understanding 
which in turn begets confidence; and confidence 


begets strength. 


q 


ence. 


Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 

and happy? 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 





There is probably no life insurance company be- 
tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 











MUCH INTEREST IN 
PENNSYLVANIA PLANS 





Commissioner Taggart Arranges 
System of Licensing That Is 
Regarded as Strict 


WOULD WEED OUT UNFIT 


Will Have Questionnaire and Examina- 
tion Before an Agent Is Author- 
ized to Do Business 


Much interest is being taken in the 
action of Commissioner Taggart of 
Pennsylvania in bringing into effect the 
new licensing system Sept. 1. For the 
time being the rules will apply only 
to first applicants. Commissioner Tag- 
gart has formulated a questionnaire. 
The applicant must fill it out, it must be 
endorsed by five reputable citizens and 
the company which desires to appoint 
him. He also must pass an examina- 
tion. Different examinations are re- 
quired for those desiring to sell life in- 
surance including accident and health, 
those who sell fire insurance and side 
lines, and those who desire to sell cas- 
ualty insurance and its various coverages. 


Qualifications for License 


Colonel Taggart states that an appli- 
cant must be at least 21 years of age, 
must be reasonably familiar with the 
provisions of the insurance law, the 
character of the contract he desires to 
sell, he must have a good business rep- 
utation, and must not be a cashier, 
officer or employe of any bank. In case 
he is connected with a corporation the 
applicant must be authorized by the pro- 
visions of its charter to engage in in- 
surance. 

Must Take on Examination 


The questionnaire contains 29 ques- 
tions, bringing out all sorts of informa- 
tion. A representative of a company 
desiring to appoint the applicant must 
examine the questionnaire, vouch for the 
correctness of the answers and agree 
that the company will instruct him in 
the class of business he is to sell. After 
the questionnaire has been completed 
and inspected the applicant must take 
an examination. Examinations will be 
held on the first Saturday of each month 
in Philadelphia, Harrisburg, Johnstown, 
Pittsburgh, Erie, Williamsport, Hazelton 
and Scranton. The questions will be 
prepared by the insurance department 
and sent to the department examiners. 
Provision is made for re-examination of 
those who fail on the first test by grant- 
ing temporary licenses without examina- 
tion to meet emergencies. 

Comment by Taggart 


Colonel Taggart says regarding the 
new system: 

“An applicant for a license to sell in- 
surance must appreciate the ethics of his 
intended profession, and will be expected 
to measure up to a full standard of in- 
tegrity, honesty and fair dealing, not 
alone to the company he represents, but 
to the public he deals with, and any 
breach of this trust or standard will be 
deemed cause for the revocation of his 
license. This warning is given, riot that 
it is anticpated it will be necessary for 
the insurance commissioner to apply 
drastic measures, but as a fair notice to 
those licensed by the department that the 
trust imposed by the state, through this 
department, is not to be taken lightly 
without thought that violations of the 
law or the principles of fair dealing will 
be overlooked. 

To Gain Public Confidence 


“By reason of the character of the con- 
tract sold, and in many cases the confi- 





dence the company must impose in its 
agents, a strict adherence by agents must 
be expected, to the end that the business 
may grow in the public’s confidence and 
attain and maintain the dignified position 
in the business world it has a right to 
occupy by reason of its incalculable im- 
portance and benefit to business and 
humanity. 
Applicant Should Be Instructed 


“Applicants should study carefully the 
company acts, and the insurance com- 
pany endorsing the applicant should 
have sufficient interest in the applicant 
and its own welfare to instruct and prop- 
erly prepare him for, not alone the ex- 
amination, but for the work he is about 
to undertake. 

“It is considered the day has passed 
when the company hands the agent a 
rate book or supplies and turns him 
loose to make trouble for himself, the 
company, the public and this depart- 
ment. No other life work of so serious 
and far-reaching importance is thus 
undertaken, and insurance can no 
longer pay the price for such type of 
agents, and the cost of the turnover 
resulting from ill-prepared agents 
quitting either in disgust or disgrace. 
Such agents cost money, and the cost 
is reflected in the insurance rate, which 
must be kept as low and reasonable as 
possible.” 


Will Rogers’ Insurance 


Will Rogers, famous comedian and 
writer, has taken out $72,500 additional 
insurance in the Northwestern National 
Life through the Harold D. Leslie 
agency in Los Angeles. He already had 
$400,000 on his life. This new policy 
was taken out by Samuel P. Rork, pro- 
ducer of motion pictures in which Mr. 
Rogers is now appearing. The moving 
picture concern naturally had a great 
interest in the life of this individual. 


Report on Twentieth Century 


The Illinois department has made its 
report on the Twentieth Century Life 
of Chicago as of April 30. The com- 
pany increased its capital from $100,000 
to $300,000 and increased its surplus 
$200,000. Its assets are $500,240; pre- 
mium reserve, $7,633; capital, $300,000; 
net surplus, $190,609. Its net premiums 
written from Jan. 1 to April 30 were 
$33,031 and the net income $35,570, not 
counting the contribution of $200,000, 
the surplus. The total disbursements 
were $143,419, the claims being $9,606. 
The company is now licensed in Dela- 
ware, Dist. of Columbia, Illinois, In- 
diana, Louisiana, Minnesota, Missouri, 
New Jersey, North Carolina and Penn- 
sylvania. 





Hold Regional Conference 


Walter E. Webb, vice-president of 
the National Life, U. S. A., Chicago, 
headed a delegation of home office of- 
ficials of that company who attended 
the regional conference for agents of 
the company held in St. Louis last week. 
Others in the official party included Dr. 
Walter A. Jaquith, vice-president and 
medical director; John C. Parker, as- 
sistant secretary, and Freeman Wood, 
agency supervisor. The same officials 
will attend a similar conference for Pa- 
cific Coast agents to be held in San 
Francisco Sept. 11 to 13. 





John Hancock’s Investments 


According to reports just received 
concerning farm and city mortgages ac- 
cepted by the John Hancock Mutual 
Life for eight months up to Sept. 1, 
1927, it appears that the total is $29,- 
678,766, yielding an average rate of in- 
terest of 5.51 percent. The total is 
fairly evenly divided between farm and 
city mortgages, $15,497,106 being secured 
by 2,465 farm properties, while $14,181,- 
660 is secured by 1,130 city properties, 
the latter including 956 dwelling houses 
and 149 apartment buildings, housing in 
all 3,082 families. The average rate of 
interest on farm mortgages is 5.27, and 
on city properties 5.77. 
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> Just a Window 
©, out INDICATIVE 


Go back of the show window and you find the shop. 
Usually, the store lives up to what the window leads 
you to expect. 


















Advertising is a window. It is indicative of 
the company using it. If the advertising is 
attractive, aggressive or progressive you may 
reasonably expect the company to be likewise. 


, Many have commented on the 
y™23 Peoples Life (Illinois) adver- 
233 tising. Have you, too, liked it? 


Please give us your opinion. 


THE PEOPLES LIFE (ILL.) 
ADVERTISING MAN. 


\ 
s Life h 
Life Ind 
ife Insu 
fe Insura 


130 N. Wells St. Chicago 






SEYMOUR STEDMAN 
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Secretary & Treasurer 
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“The Old Guard”’ 


The Midland Mutual has nine General Agents 
and a large group of agents who have been with the 
Company for fifteen years or longer. These older 
agencies have built well and now produce approx- 
imately one-half of the Company’s total new busi- 
ness each year. 


In September and October the “Old Guards” 
will match their skill against the “Guerrillas,” the 
newer members of the field force. 


Wouldn’t you enjoy a friendly fight in a big 
friendly family like ours? 


General Agency opportunities open in Illinois, 
Indiana, Michigan, Maryland, Pennsylvania, New 
Jersey, Virginia, West Virginia and California. 


ost 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 
































Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Spanting in the States of 
Texas and Oklahoma, the 
Home Office is able to render 


HOME OFFICE 
FP. & M. BANK BUILDING 


Southern Union Life 
OF 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
Preekien: Vice Preebdent 
a ~ 























SECURE MORE SPEAKERS 
FOR MEMPHIS CONVENTION 


WOMAN AGENT IS ON PROGRAM 
Enthusiastic Response to Invitation to 
Attend “$1,000,000 Round Table” 
Indicates Great Interest 





Additional speakers secured for the 
annual convention of the National As- 
sociation of Life Underwriters to be 
held in Memphis, Oct. 12-14, include 
one of the largest women writers in the 
country, Miss S. S. Roberts, of the E. 
A. Woods agency of the Equitable Life 
ef New York in Pittsburgh. Miss Rob- 
erts will talk on “The Completion of 
Life’s Plans Through Life Insurance 
from the Woman’s Point of View.” 

Andrew X. Schmitt, superintendent 
of the Prudential in Chicago, will ad- 
dress the group meeting for industrial 
agents on “The Industrial Underwriter’s 
Part in the Program.” 

There has been a tremendous re- 
sponse to the committee invitation to 
the “$1,000,000 round table” Thursday 
at one o'clock, and in order that every 
one entitled to attend may be informed 
of the qualifications, the committee 
wishes it known that any agent who 
has written during 1926-1927, to date, 
and paid for $1,000,000 in any com- 
panies, not necessarily for any one par- 
ticular company, is eligible. It is ex- 
pected, however, that the applicant will 
show such an amount actually paid for, 
since this information cannot be secured 
from the companies. In emphasizing 
this feature of the program Paul Clark, 
who will preside, stated that the ses- 
sion would be strictly private and as 
it would consist entirely of informal 
discussions of actual methods used in 
closing big cases, there would be no 
time set for adjournment. 


Provident Mutual Convention 


Colorado Springs and Denver agen- 
cies of the Provident Mutual Life were 
hosts this week to the delegates to the 
annual agency convention of their com- 
pany which is being held at the latter 
place Sept. 7-10. 

M. Albert Linton, vice-president and 
actuary, with his wife arrived in Denver 
last Friday. Charles Tushingham, edu- 
cational supervisor, had been at Estes 
Park for a week. A special train bear- 
ing more than half of the delegates ar- 
rived Sept. 7. The party on the train 
included President Asa S. Wing, now 75 


The State-Planters Bank & Trust 
Company of Richmond, Va., recently 
offered its front window to Richmond 
agencies of life insurance companies, 
each agency to use the window for one 
week with a display 
sirability of cooperation between life in- 
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INSPECTION IS MADE OF 
MUTUAL BENEFIT UNIONS 


NEW COMPANY IS STARTED 


Illinois Concerns Will Have to Take 
Some Action by End of 
the Year 


Some of the local mutual benefit 
unions which will be put out of busi- 
ness in Illinois so far as their present 
mode of operation is concerned are be- 
ing reorganized or sold to other com- 
panies. M. Kuciemba of Springfield, 
Ill., who operated one of these mutual 
benefit unions, proceeded to reorganize 
and merge some of the local organiza- 
tions in sections in which he had be- 
come affiliated under the name of the 
Commercial Mutual Benefit Association 
organized under the regular assessment 
law with offices in the Myers build- 
ing in Springfield. Mr. Kuciemba was 
formerly general agent of the Central 
Life of Illinois. He had a good record 
as a field man and as an agency organ- 
izer. During the last two or three 
years he has been interested in observ- 
ing the operations of local mutual bene- 
fit associations in the state. 

Mr. Kuciemba made a careful analy- 
sis of the death claims of the institu- 
tions and saw the necessity of a care- 
ful selection of members to be admitted 
into the Commercial Mutual Benefit. 
He therefore engaged George S. Gallo- 
way of Chicago, who conducts an in- 
spection service, to make a group in- 
spection of all policyholders. Mr. Gal- 
loway has had a large experience in 
handling group inspections or making 
medical survey work and is now ne- 
gotiating with the officials of nearly 
200 local mutual benefit associations in 
Illinois for such service, owing to the 
new law that goes into effect Jan. 1. 
It is expected, however, that only a 
small number relatively will reorganize 
and qualify as regular companies. 

The other officers of the Commercial 
Mutual Benefit aside from Mr. Kuci- 
emba, who is president, are S. K. Grant, 
vice-president and treasurer; M. K. 
Grant, vice-president; D. O. Wallace, 
secretary, and Dr. G. B. Lutyens, medi- 
cal director. 














years old, who is making the trip largely 
as one of inspection into the possibili- 
ties of placing more money in the moun- 
tain territory. 
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| WINDOW ‘DISPLAY ON LIFE INSURANCE. 
| COOPERATION WITH TRUST COMPANIES 


al 





| convention held at Spring Lake, N. J., 
this week. There it served as a back- 
ground for a talk which George W. 


Killebrew, Jr., its general agent at Nash- 
| ville, Tenn., delivered on the subject of 
cooperation between life and trust com- 


' panies. The display is made so that it 
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surance companies and trust companies. 


A display of the agency department of | 


the Atlantic Life, shown in the accom- 
panying cut, 
able comment when it was shown in | 
the window last week. Carrying the 
scheme one degree further, the company 
took the display complete to its aces’ 


attracted especially favor- 


| can be folded up and packed in a large 


packing-case, all ready to be taken out 
and set up in a window and lobby. The 
company expects that there will be a 
large demand for the display from its 
| general agents throughout the South and 
| that the reaction will be favorable 
wherever it is shown in that territory 
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Is an Unfailing Supply hes 
of LIVE prospects possible? 








“Life insurance would be a good 


business if—" and usually the IF has to 
do with prospects! 











i ‘ To men who are contemplating en- 
WITH THESE TOOLS IN tering the life insurance business the 
YOUR KIT YOU CAN MORE prospect of adearth of LIVE prospects 
EFFECTIVELY SELL LIFE seems a sufficient barrier to further 

INSURANCE Pegg 
consideration of life insurance as a 
] , 4" wt 12 date CANVASS- profession. 
¢* ING PORTFOLIO which 
tells the story of life insur- : : 
a 7 + oe boa pec Yet the prospects for life insurance 
prospect can understand. It are innumerable. Paradoxical as it 
is graphically illustrated 8 
with charts and drawings. may seem it 1s because they are So 
2. An illustrated brief#—a new numerous that they are hard to find. 
* imnovation. ; . ; 
The solution lies in what we mean 
3 A pre-approach plan that ac- - is . 
* tually CONVERTS “sus- by “prospects”. Most of those innu- 
a merable “prospects” we talk about 
6.4 See Be et pes are merely “suspects”. That is why 
* contracts. . m 
| , the Bank Savings Life agent uses a 
§ Special plans for children of , 
¢ all ages. pre-approach plan which converts 
Lowest rates consistent with suspects into LIVE prospects. 
* sound actuarial practices. : l 
Why not find out more about this 
A new plan of agency co- . ° 
© operation. plan which assures you of an unfail- 
Constant development of ing supply of LIVE prospects? Write 
* mew sates prams. George L. Grogan, Manager of 
\ y, Agencies today. 








The BANK SAVINGS LIFE INSURANCE COMPANY 


Topeka, Kansas 
Admitted Assets $3,519,222.00 Insurance in Force $29,336,040.00 
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The Doorway 














The Doorway to Opportunity 
Leads to 


Northwestern National Service 
+= Quang. 


1. SALARY SAVINGS 

2. NON-MEDICAL 

3. SUBSTANDARD SERVICE 
4. GROUP INSURANCE 

5. LOW RATIO OF REJECTION 


(less than 2%) 
6. LIBERAL DISABILITY CLAUSE 
7. AGE LIMITS 1-65 
8. BEST INVESTMENT POLICIES 
9. LOW NET COST 


Every convenience that modern life insurance 
affords given to agent and policyholder. 


+= Qum-- 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 





To Opporriun11j— 























You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


Close co-operation is necessary 


if 


Minneapolis.Minn. 
Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


Territory does make a difference 























MUTUAL UNIONS ARE 
SOON TO FADE OUT 


OVER 200 IN ILLINOIS SEEN 


Owing to Legislative Act These Con- 
cerns Will Come Under Jurisdic- 
tion of State Department 


There are over 200 mutual benefit 
unions that were put out of business in 
Illinois by act of the last legislature. 
These concerns were chartered by the 
secretary of state, but do not come un- 
der the insurance department. Under 
the new law, after Dec. 31 next, they 
are under the jurisdiction of the state 
insurance department. Fraud _ orders 
have been issued by the United States 
government against some of these out- 
fits, because they did not pay their 
claims. Many of them are operated by 
ignorant and incompetent people, who 
have been fleecing the policyholders. 
Others have assumed larger dimensions. 
Some have issued policies to people 
greatly impaired in health that would 
under no consideration be taken by reg- 
ular companies. 

Where these concerns have been more 
conservative in their operations, they 
will undoubtedly be continued as as- 
sessment companies or will be sold out 
to existing companies. Some of them 
have had their risks inspected prepara- 
tory to being transferred to a new com- 
pany or to some company already in 
existence. One concern, which has 6,000 
members, has had them all inspected 
and finds a considerable number greatly 
impaired. These concerns were allowed 
to flourish without any form of regula- 
tion or supervision. They sold their in- 
surance at ridiculously low rates. Owing 
to the cheapness of the insurance the 
gullible were attracted to it. Where the 
members are taken over by an assess- 
ment company their rates are fixed at 
attained age. Many of these concerns 
employed the sharpest kind of practices 
in handling claims. The _ condition 
reached a point where it amounted to 
public scandal and the Illinois legisla- 
ture took cognizance of the situation. 


New Chicago Directory 

The new Insurance Directory of Chi- 
cago and Cook county has come from 
the press of THE NATIONAL UNDERWRITER. 
It contains almost 400 pages of very 
interesting material regarding insurance 
companies, agents, brokers, field men 
and so on, operating in Chicago. It is 
civided into the fire, casualty and life 
departments. The book gives all the 
sub-agents and brokers operating in the 
city. It is a very valuable book for 
reference. 


Pilot Life Convention 


The $50,000 Club of the Pilot Life 
is in session at Quebec this week. There 
are over 100 agents in the party which 
assembled at Rochester on Tuesday for 
the trip down the St. Lawrence. On 
Friday at luncheon H. B. Gunter, vice- 
president of the company, presents 
Greensboro as the next convention city 
for the group. The new home office 
building will by that time be complete. 


George C. Gale Dies 


George C. Gale of Galesburg, IIL, who 
was chairman of the board of directors 
of the Security Life of Chicago, died 
last week at his home at Galesburg. He 
has been a director of the company for 
over 21 years. 


Will Hit $100,000,000 Mark 


The Federal Life of Chicago expects 
to hit the $100,000,000 mark of insur- 
ance in force by the end of this year. 
The company now has $95,000,000. The 
organization therefore is working to- 
ward the $100,000,000 goal. 





A. E. PATTERSON AGENCY 
LEADERS IN CONFERENCE 


50 AGENTS ATTEND MEETING 


Outstanding Underwriters of Principal 
Chicago Equitable of New York 
Office Gather at 3-Day Session 


The 50 leaders of the Alexander E. 
Patterson agency of the Equitable Life 
of New York in Chicago held a three- 
day conference at Grand Beach, Mich., 
Sept. 6, 7, 8. 

Dr. John A. Stevenson, vice-president 
of the Equitable, was the principal 
speaker. His address brought out many 
new ideas concerning advanced under- 
writing methods. He pointed out the 
fact that, as a result of the American 
public’s increased appreciation of life in- 
surance, 12 billions of protection were 
issued in 1926 as compared to 3 billions 
in 1916. 

Other Speakers Heard 

Harry T. Wright and E. Z. Waller- 
stein, both leading Chicago underwrit- 
ers, discussed the increasing prosperity 
of the Chicago district. R. N. Wilt de- 
veloped the new retirement income plan 
so widely advocated by the Equitable. 
William Riach and T. H. McGovern 
gave an interesting summary of the in- 
surance trust plan now being advertised 
by 2,000 banks and trust companies 
throughout the United States, as a re- 
sult of a series of lectures recently con- 
ducted by the State Bank of Chicago. 
Practical sales talks were delivered by 
Messrs. Lunceford, Latta, McKenna, 
Marsh, Schmitz and Dickenson. 


Big Increase Recorded 


Alexander E. Patterson, the manager, 
announced that the agency’s production 
established a new high record for Au- 
gust with $1,400,000, a gain of 30 per- 
cent over the same month last year. 
The regular paid business for the eight 
months of 1927 amounts to $11,500,000, 
an increase over 1926 of $1,500,000 for 
the same period. “The general policy 
of our organization,” said Mr. Patterson, 
“is to develop a highly trained and eff- 
cient corps of abie life underwriters, 
small in number but capable of render- 
ing intelligent service to our growing 
clientele. Consequently, we look for- 
ward to continuing our rapidly increas- 
ing production. This is a prosperous 
vear for the agency, largely because of 
our specialized training methods. Our 
five assistant agency managers, with an 
agency superintend, enable us to check 
progress daily.” 

FE. Z Wallerstein Leads 


E. Z. Wallerstein was announced as 
the leader in production for July and 
August. As a result, he leaves next 
week for Washington, D. C., to repre- 
sent the agency at a meeting of Equi- 
table leaders to be held there on Sept. 
15-17. 

All arrangements for the Grand Beach 
conference were in the hands of an 
agents’ committee, composed of John J. 
McKenna, C. E. Schmitz, T. H. McGov- 
ern, C. M. Christian and H. A. Gold- 
berg. The party motored to Grand 
Beach from Chicago. 


Had Large Insurance Line 


Irwin Kirkwood, editor of the Kan- 
sas City “Star,” who died suddenly last 
week at Saratoga, N. Y., carried $851,- 
000 of insurance, and in addition had a 
$50 monthly income policy. Of the en- 
tire amount of his insurance, $751,000 
had been issued since September of last 
vear. The largest part of his insurance 
estate, $625,000, was payable for the 
protection of his business associates on 
the Kansas City “Star”; $246,000 and 
the $50 monthly income was payable to 
the estate and to individual beneficiaries. 
Mr. Kirkwood was a substandard risk 
from a physical standpoint. The insur- 
ance was in 75 or 80 companies. 
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CONNECTICUT MUTUAL 
HOLDS SECTIONAL MEET 


———_— 


THREE OTHERS SCHEDULED 


Prizes for Production on Varying Bases 
Are Awarded to Leaders 
Club Members 


The first of the sectional meetings 
for members of the Leaders Club of the 
Connecticut Mutual Life is being held 
at Eastern Point, Conn., this week. 
Other educational conferences to be held 
by the company this year are as fol- 
lows: Signal Mountain, Tenn., Sept. 
12-14; Chicago, Sept. 15-17; Del Monte, 
Cal., Sept. 26-28. 

Winners of various cups are as fol- 
lows: Michael A. Schwartz, New York, 
of the P. M. Fraser agency, received 
the Chase cup, for the largest amount 
of paid first premiums during the club 
vear. Miss Emma H. Ditzler, of the 
same agency, president’s cup, for writ- 
ing the largest number of lives. H. 
M. Hessberg, another star producer of 
the Fraser agency, won the Greene 
cup, for the largest percentage of re- 
newals on business of the previous club 
year. Mr. Hessberg had a 100 percent 
persistency record on a volume of bus- 
iness amounting to nearly $850,000. The 


Steiner cup was awarded to Paul A. 
Seese of the Walter Buck agency at 
Scranton, Pa., for writing the largest 


number of lives by a “first year” club 
member. 

Edward T. Van Deusen of the S. S. 
Northington agency at Los Angeles re- 
ceives the Kenney cup, for the largest 
number of paid first premiums by a 
“second year” club member. 

The educational conferences are of 
three days duration each, and are op- 
ened by President James Lee Loomis. 
In each case, the first day is given 
over to talks by home office officials, 
with a discussion of such subjects as 
underwriting, investments, annuities, 
cooperation of agent and examiner, new 
policy form, new rate book, optional 
settlements and sales promotion. 

Talks by field men occupy the sec- 
ond and third days, as follow:  stan- 
dardized methods in (1) the use of time 
and equipment, (2) prospecting, and (3) 
the preapproach, occupy the attention of 
the second session. The last day in 
each case is given over entirely to stan- 
dardized methods in (1) programming, 
(2) sales presentation, and (3) delivery 
of the policy. 


MAJOR ROGER B. HULL 
SPEAKS AT BALTIMORE 


(CONTINUED FROM PAGE 3) 
tion,—said to me the other dav when I 
told him that I had agreed to talk at 
Baltimore, ‘Aren’t you afraid to make a 
speech before vou really know what vou 
are talking about? Aren't you afraid 
that perhaps a vear from now you won't 
agree with what vou said a year ago?’ 
Well, I can't understand that point of 
view. My fears are quite the other way. 
I am afraid that a year from now per- 
haps I won't be thinking and saying 
different and better things about this 
newly adopted profession of mine and 
about its plans and purposes. That 
would be the only really unpardonable 
sin—for one to spend a vear in studying 
a program and in formulating plans, in 
a field like this, and to come out of the 


year with the same puerile and un- 
tutored ideas with which one entered it. 


Sees Big Oppertunity 


“After all, why should I be afraid to 
give you my impressions of what seems 
to me to be a truly remarkable oppor- 
tunity for usefulness? And that is really 
all that I intend to do. To try to tell 
you why it is that this institution holds 
a fascination for me, even after these few 








weeks, far greater and more compelling 
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‘ JAMES W. STEVENS, Founder 


The Ideal 
Agency Officer 


HE ideal agency officer is one who knows his 

company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
rom the well of his own practical experience and 
knowledge be able to counsel wisely and advise in 
telligently on all the multitude of big and petty prob- 
lems and disputes which are forever coming up in an 
active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 


familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentaliy as 
to be burdened without irritation with the thousanc 
and one little complaints and troubles of the men 
who compose the agency vurganization. 


In brief, the successful bead of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
x the producing force 


From address of R. W. Stevens, President 
Illimois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 
November, 1925. 


Illinois Life Insurance 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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The Direct Agency System a Success 
One Hundred Millions in Force 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (1914) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 








“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 























THE HOME LIFE 


A Company of Opportunities 


| In a recent letter to the Agency Force, Ethelbert 
Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 
carry them.” 





On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK CITY 


























than anything that I have ever felt be- 
fore? 

“Why is it that this task, at once so 
foreign to my past experience, and 
which promises to be so exacting in its 
probable demands on my meager abili- 
ties, has caused me to turn away from 
the straight and narrow practice of the 
law? What is its challenge? I have 
noticed this in my short experience, that 
if I ever have been of any value in any 
situation it has been because there has 
been a challenge. I thought I saw a 
challenge in this work the first day that 
I heard about it. Now I know it has 
one, and I know some of the reasons 
for its appeal. 

Contacts Please 


“The first reason is that the chief joy 
in my first few weeks in this new rela- 
tionship has been the contact with the 
large-visioned, broad-minded, devoted 
leaders of your profession. 

“It seems to me that lawyers have 
comparatively little of the joy and in- 
spiration of human association. They 
meet and mingle intimately with their 
own immediate associates and partners, 
share their common professional inter- 
ests remotely in their city, state or na- 
tional bar associations. But the whole 
realm of their activity, in between that 
intimate and that remote association, is 
too often spent in service rendered for 
one client or one industry or else in the 
heterogeneous atmosphere of general 
practice. 

Leaders Lauded 

“I doubt if you men can appreciate, 
therefore, the inspiration and the impe- 
tus that have come to me from the 
handclasp and the expressions of friend- 
liness and co-operation from the leaders 
in your chosen profession, from coast to 
coast, and from home office executive as 
well as from the man in the field. 

“That is the first and outstanding fac- 
tor in the challenge—the difference in 
the quality and calibre of the leaders 
with and for whom I shall be working 
and the representatives of business and 
industry with whom I happen to have 
been thrown in the past. 





All Are on Same Side 


“The second element in the challenge 
is similar to the first, but it is more a 
characteristic of the activity in which 
we are now engaged for the common 
purpose than of the men who lead it. 
It is this: I am glad to be finally en- 
gaged in an activity where we can all 
sit on the same side of the table. I 
have spent a great many years of my 
life in surroundings where there has 
been considerable strife. Lawyers do 
meet sometimes in friendly co-operation, 
of course, but somehow they never seem 
to forget that their happiest and most 
successful moments have been spent in 
the heat of battle. 

“I don’t mean, either, that in the un- 
derwriting field there is or should be 
no room for difference of opinion. Col- 
lision of ideas is one thing. Conflict in 
the means of action is quite another. 
Out of the one have been born the 
greatest forward movements. From the 
latter only confusion and loss result. 


Combative Spirit Absent 


“IT don’t find that same 
spirit in the new field of endeavor. 
Rivalry and competitive effort — of 
course. But less of the snort of battle. 
and more room for the working out of 
the non-competitive, common purposes 
and ideals. 

“Why should this profession of ours 
ever speak except with a united voice? 
The pioneering period, and especially 
since that has coincided with, or at least 
been followed closely by, the period of 
uncommon prosperity and expansion, 
has perhaps necessarily led to some more 
or less chaotic conditions in the devel- 
opment of a professional philosophy. 
The expansion has been so rapid that 
it has been at times difficult to keep 
abreast. There has perhaps been little 
time for adequate reflection. With the 
mere physical and mechanical develop- 
ment so rapid and engrossing has there 
been time, or always the mood, to con- 


combative 





sider adequately the moral and social 
responsibilities inherent in this great 
new thing, now elevated from the posi- 
tion of a business or industry to a place 
almost among the arts and sciences? 


Field Men Are Leaders 


“Not at the end of, but certainly fol- 
lowing closely upon, this period of in- 
credibly compressed physical and finan- 
cial development of a great institution, 
you men, its field representatives, who 
have really been the instruments of that 
remarkable growth, now find yourselves 
the responsible leaders and custodians 
of one of the greatest human agencies 
in the world. Whether you make that 
responsibility the instrument and means 
of a wholly immeasurable usefulness in 
moral, social and economic influence, 
rests wholly with you. If that is true, 
then it is just as important to protect 
the integrity of this profession as it is 
to protest the integrity of our churches, 
and to develop the quality of your use- 
fulness as it is to develop the quality of 
our schools. 

Does Not Wish to Alarm 


would not want to be 
an alarmist. I have nothing but the 
most unbounded enthusiasm and opti- 
mism for the possibilities that lie ahead 
of us in this field. But optimism to be 
of the healthy kind must not dissemble 
facts even when they seem to be un- 
palatable. Even at the risk of giving 
accent and substance to a thought which 
may be subject to misinterpretation, I 
am going to say that in my opinion we 
who are most vitally concerned with the 
future of American life insurance will 
be very foolish if we close our eyes and 
our ears to certain notes of caution and 
even of warning which are pretty plainly 
to be seen and heard. 

“To what ends and to what program 
is that constant diligence and that care- 
ful thought, to which I have just re- 
ferred, going to be applied and directed? 
That is the kind of a question that I 
wish I could answer here tonight. It 
is the question that you men are enti- 
tled to ask and you are entitled to a 
very definite answer from the National 
Association. With your help and the 
help of your leaders all over the coun- 
try I hope to be able to answer it be- 
fore many months have gone by. 


“T certainly 


Economic Changes Cited 


“We must recognize that there have 
been some fundamental changes in the 
economic life of this country in the last 
few years, especially anent the adjust- 
ment of the period of post-war infla- 
tion. Take for instance the marked 
tendency toward extravagance in both 
public and private expenditure and also 
the undue expansion in installment sell- 
ing with its accompanying dangerous 
extension of credit. Life insurance must 
regulate and adapt itself to these eco- 
nomic conditions and we must remem- 
ber that life insurance is really only one 
manifestation of American thrift and 
prosperity; that the latter has caused 
the expansion of the former, not con- 
trariwise; and that if and when the 
general prosperity index of the country 
begins to change, there must be an 
adaptation of our own institution to 
those changed conditions. 

“Perhaps it has been true, at least 
to some extent, that during the last 
few vears there really hasn’t been in the 
life insurance business much of a prob- 
lem of distribution. Perhaps that is the 
reason for the present increasingly 
chaotic conditions in our whole Ameri- 
can agency system. You know the 
school of thought to which I refer. But 
are we quite sure that during the next 
10 vears that problem may not be a 
very real one? All we can say is this, 
that if and when distribution becomes 
a real problem, we, the representatives 
of the institution in the field, must bear 
the brunt of its solution, and that we 
are going to be fully fortified. When, 
in other words, we have recovered from 
the disease which someone has called 
‘quantity madness,’ and steadiness be- 
comes our prime necessity instead of 
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speed, we are going to be sure that] ™ -_ 
under the spur of that compulsion our 
; effort is going to be intelligent and our 


usefulness far-reaching. 
~~ || ROYAL UNION LIFE | 


“To refer to one further tendency 


which we are going to face—in these 

days of political centralization, by care- IN UR 

ful and constructive cooperation We are 

going to avoid dangerous and —— 
} tive regulation. And I do not refer, 

either, aa to the restrictive curb of DES MOINES, IOWA 
t unwise legislation, but also to the more 
: insidious encroachments of administra- 











: tive reform and judicial construction. i x; wre ; _ 
Any institution which has grown until, b . ‘ 
! taking only the legal reserve life insur- < 


ance companies, the income of these 
companies for 1926 exceeded $3,500,000,- 
C00, is bound to have become a target 
for attack and a fair object for restric- 
tive regulation. Intelligent prescription 
of course we do not fear; in fact, we 
welcome it. But when the attack is 
on the very economic theory of our 
institution and is as unsound as it is 
destructive, then we, by the collective 
effort of this organization, must meet 
such encroachment with a constructive 
program. 

“The pity of it is that this attack 
which threatens American life insur- 
ance is, to some extent at least, so un- 
necessary, if we would only realize that 
it has been allowed to gain momentum 
through that arch enemy of any public 
or quasi-public institution, the keeping 
of the public and of public officials in 
ignorance and .mystery about our in- 
stitution, instead of fully and whole- 
heartedly taking them into our confi- 
dence. Why is it, for example, that 
my own sister, a woman of some ma- 
turity of mind and at least of average 
intelligence, should have said to me the 
other day when I told her of my ap- 


Looking Ahead! 


Approximately one-third of the 
possible prospects in every com- 
munity are children. 





Royal Union salesmen may write 
children from age one day and 
up. The contracts automatically 
go into full benefit at age five. 





Our agents are backing up the 
popularity of these wonder con- 
tracts by steadily mounting sales 

—that’s the surest proof of the 
ior Wp Cceeueer st alone toons possibilities in this vast prospect 


Third Factor Given = ‘ field. 
“We come now to the third factor Royal Union Life Building 


of the challenge. This is found in the Cor, Seventh and Grand Ave., 
thing itself. Life insurance in_ its Des Moines, lowa 

newer phases and in its broader rami- 
fications has added a new spur to a 


man’s ambition, a new factor in his 
achievement. It has outgrown the limi- 
tations of human life. It has become 


clothed at the same time with perma- 


nence and flexibility; at the same time 
with responsibility and opportunity for 
public usefulness. It may no longer 


be conducted on a selfish or narrow 
program. It has attained gigantic stat- 

ure and has taken its place in our na- A. Cc. TUCKER, President 
tional economic structure. We, the ex- 
ponents of this institution in the field 
and before the public, must see that it} R= 
retains its foundation of vision and 
practical idealism. Public confidence is 


Sot eugevat covet ot || THE SECURITY LIFE INSURANCE CO. OF AMERICA 




















vate 
will build itself into the public confi- O. W. JOHNSON, PRESIDENT 
dence of this country is ours—the pri- 
vate business conduct of the men on WITH 
2 the firing line, in actual daily contact ih «> Assn wauwhaeaeee ee ehebednsawennell Over Fifty Million 
with policyholders. SETS ai'énrbatinehvsscncdrcdecckardemeeeetetakevabel Over Six Million 
Cenvention Keynote Impertant AND THAT HAS 
7 “You have honed chet the topic—the Paid Policyholders since organization. ................-+.6..05: Five Million 
eynote—tor the Memphis convention . 
in October is going to be ‘Completing WANTS—General Agents and Managers in 17 states 
Life’s Plan Through Life Insurance.’ Contract—Commissions or commissions and expense allowance 
Se Se a eee Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, Ill. 
>. . . , . ~- 





advance information on the develop- 
ment of that theme. But you can mark 
my words, as untutored and inexperi- 
enced as I am in this whole subject, 
that if the Memphis convention lives 
up to the challenge of its keynote, it is 
going to be a conference long to be 
remembered. 

“Finally, I want to say just a word 
about what I apprehend to be the chal- 
lenge from your point of view. If 
only half of what I have said is true, 
then it is surely also true that in 
American life insurance there is open 
to you men, its leaders in Baltimore, 














George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 























one of the highest privileges, indeed one Address 

of the most compelling necessities that RN LA Vi 

| know anything about—the privilege E EST C. MILAIR, President and Secretary 
and necessity of getting behind and 
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underneath this movement of careful 
and constructive cooperation among the 
life underwriters of Baltimore. So that 
it will be even truer of the future than 
it has been of the past that the influ- 
ence of the leaders of this association 
shall extend into every worth-while 
sphere of activity in this community. 
There mustn’t be a single movement 
for good in this whole city, be it of a 
religious, legal, charitable, political or 
legislative. character, that does not 
count on your support, does not abso- 
lutely depend on your approval. And 
when that can be truly said of every 
separate body of life underwriters from 
one coast to the other, can you guess 
what it would mean, not to American 
life insurance, for the selfish benefits 
of such a program are only incidental, 
but to the preservation and elevation 
of our whole national life?” 


MAKES AIR TRIP TO BOOST 
MEMPHIS LIFE CONVENTION 


MEMPHIS, Sept. 8.—Edwin Wil- 
liams of the Central Life will make a 
“flying trip” to Little Rock this week 


for the purpose of stimulating interest 
in the approaching convention of the 
National Association of Life Underwrit- 
ers to be held here next month. Mr. 
Williams will make the trip to the Ar- 
kansas capital in an airplane from one 
of the local fields. He will distribute 
convention literature during the trip. 
Convention officials declare that plans 
for the convention are in great shape. 
All the local committees are hard at 
work, they report, and an excellent pro- 
ram is in the making. Mrs. Bolling 
Sibley, wife of the general agent for the 
Penn Mutual, has organized an inde- 
pendent committee of women who are 
busv with preparations for the entertain- 
ment of ladies who will attend the meet- 
ing. 


NEW DISABILITY CLAUSE 
FOUND MORE COSTLY 


insurance companies report 
that the 1 percent a month disability 
clause is losing money for them. It 
took the place of the old 10 percent a 
year clause but is far more costly. Un- 
der the 10 percent a year clause it was 
possible for the assured to go 23 months 
after the disability began before the first 
$100 was payable. This meant that the 
assured had a good chance to get well 
and back on the job before the time 
came when he could make a demand 
under his total and permanent disability 
clause. As his recovery automatically 
negatived any total and permanent dis- 
ability claim, the clause seldom cost 
anything except in bona fide cases of 
total and permanent disability. 

Under the 1 percent a month clause 
payments begin in 90 days. Thus the 
payments begin from a few months to 
a year and a half earlier than under 
the old clause. While just as many pol- 
icyholders recover, not as many go back 
to work as soon as they are able and 
even when they go back to work they 
have collected anywhere from 1 or 2 
percent up to 20 percent of the face 
of the policy that they would not have 
been able to collect under a clause that 
gives time for determining whether or 
not the disability is permanent. 

Thus the cost of the 1 percent a 
month disability clause is far out of 
proportion to the difference in promised 
benefits. 


Some life 


W. A. Flanigan 


W. A. Flani¢an, formerly manager of 
the Bronx office of the Aetna Life in 
New York City, has been appointed 


associate general agent of the Penn Mu- 
tual Life with headquarters in the 
Bronx. Temporary quarters for the new 
offices, the first to be opened by the 
company in Westchester county, have 
been obtained at 391 East 149th street, 
and will be maintained there until per- 
manent quarters can be secured 








AS SEEN FROM NEW YORK 





WILL TEST NEW YORK LAW 


Section 55a of the insurance law of 
New York, which was passed by the 
last legislature, will probably be the 
subject of a court decision in a suit 
brought by the Chatham-Phenix Na- 
tional Bank & Trust Co. against the 
widow of Abraham Crosney, builder and 
promoter who committed suicide last 
May. It is stated that Mr. Crosney left 
insurance for his widow amounting to 
more than $100,000. According to sec- 
tion 52 of the domestic relations law, 
only insurance up to what would be paid 
for by premiums not exceeding $500 a 
year was exempt from claims of credit- 
ors. Section 55a of the insurance law 
was intended to protect beneficiaries 
without regard to the amount of in- 
surance, provided no fraud was involved. 
In this case the bank alleges that as 
the deceased died insolvent, his cred- 
itors are entitled to all the insurance 
above the amount which would be pur- 
chased by a premium of $500 a year. 

* * x 
TRIBUTE TO GARY 


“Judge Gary _was a great American,” 
according to President Darwin P. 
Kingsley of the New York Life, for 
his “leadership in the organization and 
development of the U. S. Steel Corpora- 
tion set up new standards in business 
statesmanship. He stood for fair com- 
petition and won the respect of his 
rivals. His standards powerfully 
acted on all lines of business. Cor- 
porate management will hereafter be 
approved or condemned as it conforms 
to or falls below the Gary ideal. More 
than any other single man he banished 


KINGSLEY’S 


the public fear of bigness of business. | 


He told the world all about the Steel 
Corporation and won its confidence.” 
By the same token President Kingsley 
himself is a “great American” as are 
his “friendly enemies,” President Haley 


BY G. F. WILLISON, 





re- | 


| economy, it 
| the 


4 iske of the Metropolitan and President | 


Edward D. Duffield of the Prudential, 
to name but a few of the great execu- 
tives who have established implicit pub- 
lic confidence in the life insurance giants 
of the country. 

* * x 

METROPOLITAN'’S WELFARE WORK 

The world-wide fame and admiration 


of the disease prevention and health 
promotion work of the welfare division 


of the Metropolitan Life under the 
splendid direction of Dr. Lee K. 
Frankel, vice president, was never more 


clearly indicated than by the close study 
given its methods by a long list of dis- 


tinguished foreign public health author- | 


ities who have been guests here this 
summer of the Commonwealth fund, 
the Rockefeller and similar foundations. 
Among others who have visited the 
home offices of the Metropolitan Life 
and discussed various problems with the 
executives of the welfare division are 
Dr. Sherrer, Austrian minister of health: 
Dr. Heagu Boerescu, general inspector 
of the Royal Rumanian ministry of 
public health and social welfare: Dr. 
J. Bravo, Spanish minister of health: 


October Policyholders Month 


The Missouri State Life has desig- 
nated October as Policvholders Month. 
All policyholders insured with the com- 
pany, who were issued such insurance 
atter a medical examination, may apply 
for additional insurance on a non-medi- 
cal basis up to $10,000, provided their 
present insurance age does not exceed 
50 vears and they have no other addi- 
tional non-medical insurance with the 
company. If a policyholder has non- 
medical now he may increase the total of 
such insurance to the company’s limit of 
retention, $10,000. The company, how- 
ever, reserves the right to require a com- 
pleted medical examination or to decline 


| hand and to insurance companies, 
| and investment institutions on the other. 





Dr. E. Atkinson, commissioner of pub- 
lic health in West Australia; Dr. R. 
Dick, public health director at Sydney 
and Dr. E. Richardson, director of pub- 
lic health at Melbourne, 
Prof. Taichi Kitashima, dean of the 
medical college at Keio University, 
Tokio; Yoshio Kusama, professor of 
hygiene at Tokio University; and Dr. 
. C. Banerjea, assistant director of 
malariology for the public health de- 
partment of India. 
2s. 2 
60,000,000 “ECONOMIC ILLITERATES” 


The illiterates of the country, who 
are said to number some 20,000,000, 
constitute a no greater menace to the 
country than the 60,000,000 “social and 
economic illiterates” who do not know 
how to use and manage their incomes 
intelligently, Vice-president O. C. Lester 
of the Bowery Savings Bank told a 
meeting of the New York Rotary Club 
here last week in a plea for a national 
organization to champion the cause of 
thrift and economic independence. 
“The biggest economic problem of the 
day,” he said, “is to get the average 
American family to get enough together 
to provide for common needs when age 
or other causes halt steady income 
production. We are a great people to 
boast in aggregates. Yet of the $89,- 
060,000,000 annual income of the Amer- 
ican people the average saving per fam- 
ily is only $1,000. We like to boast 
that we have an aggregate of $78,000,- 
000,000 of life insurance in force. But 
when that is reduced to its lowest terms, 
we find it only gives us an average of 
approximately $3,000 per family. With 
ene set of forces urging people to per- 
sonal extravagance and another set try- 
ing to impress the need for rational 
seems we are standing at 
crossroads of economic confusion,” 
he concluded referring to instalment 
buying and such things on the one 
banks 


*x* * * 
JERRY" BEUBANK TO BE HONORED 


His associates and his many personal | 
friends among general agents and other | 
prominent business men are arranging 
for a testimonial dinner here at the 
Harvard Club on Sept. 16 in honor of 
Gerald A. Eubank, recently 
general agent here of the Aetna Life, 
who gained a host of well-wishers ev- 
ervwhere by his personal charm and 
straight forthright character and a na- 
tional reputation for his accomplish- 
ments as a member of the famous com- 
bination of Hart & Eubank. Among 
ethers active in making arrangements 
for the testimonial dinner are Julian S. 
Myrick of the Mutual Life of New York, 
a leading member of the Tennis Asso- 
ciation and the Davis Cup committee 
Harry Gardiner of the John 
Mutual: Lawrence Priddy of the 
York Life and P. M. Fraser of the 
Connecticut Mutual, president of the 
New York Life Underwriters Associa- 
tion 


New 


sub- 
posst- 


any case. Policyholders having 
standard policies will, as far as 
ble, be considered on the same 
as their present insurance. 


basis 


Philadelphia Life’s Convention 


The Philadelphia Life will hold its 
annual agents’ convention in Atlantic 
City Sept. 13-14. The agents who come 


to the convention as guests of the com- 
pany are those who in the last vear have 
produced at least $100,000 of life insur- 
ance with at least $3,000 gross premiums 
and who have shown an unusually good 
renewal record during the vear. Presi- 
dent Clifton Maloney. Vice-President 


| Jackson Maloney and Manager of Agen- 


Australia; | 


Hancock | 








| 


resigned | 





JONES ENTHUSIASTIC OVER 
MEMPHIS MEETING OUTLOOK 





INDIANAPOLIS, Sept. 8.—Frank L. 
Jones has just returned to Indianapolis 
from a pre-convention visit to Memphis, 
Tenn., where the National association 
will hold its annual meeting, Oct. 12- 
14. Mr. Jones is enthusiastic over the 
outlook and speaks highly of the plans 
which are being developed by local un- 
derwriters of Memphis for the enter- 
tainment of their guests. On Friday, 
Aug. 26, he addressed the local under- 
writers and went over their plans with 
them at their suggestion. 

“T have sent a letter,” he said, “to all 
officers and members of the executive 
committee of the National association, 
reporting what I learned there. We are 
extremely fortunate in the hotel accom- 
modations which are being provided, as 
they appear to afford the best facilities 
we have ever had for an annual con- 
vention. In addition to a_ splendid 
auditorium which will accommodate 
frod 1,100 to 1,200 people, there are a 
number of very satisfactory meeting 
rooms which will take care of our sub- 
meetings nicely. 

“Memphis is a progressive, prosper- 
ous city and has exceptionally beautiful 
residential districts. It is also fortunate 
in having an unusual number of capable 
outstanding life underwriters who will 
see to it that, so far as Memphis is 
concerned, the convention will be a suc- 
cess. They even confidently promise 
good weather, as October is the choice 
Memphis if the 


time of the year in 
weather is normal.” 

The prospect, Mr. Jones feels, is 
most favorable for a good attendance, 
as Memphis is easily accessible to a 
large section of the country and the 


railroads are cooperating with the offer 
of special trains and special cars from 
points where enough attendants are as- 
sured to justify them. 


UNION CENTRAL BREAKS 
ALL RECORDS FOR AUGUST 


All records for new paid-for life in- 
surance for August were broken by the 
agency force of the Union Central Life 
this vear. The total was $17,309,599 ot 
settled business, more than $1,000,000 
ahead of the best previous August, and 
the largest amount ever written by the 
company’s agents in history in that 
month. Three Union Central agencies 
settled for more than $1,000,000 of busi- 
The leader was the Charles 
Agency of New York, whose 
and out-state organizations 
combined accounted for $3,517,104. 

The Chicago agency, under Manager 
Darby A. Day. polled a total of $1,351,- 
177 paid-for. This kept up the “million 
a month” pace set by Mr. Day when he 
took over the Union Central agency last 


ress apiece. 
PB. Knight 


metropolitan 


February, and was the largest month 
the agency has vet experienced under 
his leadership. The applications sub- 


than $2,- 
Cincinnati 


Chicago were more 
The Chicago and 


mitted by 
000,000. 


! . - . . - 
agencies of the Union Central have been 


running a hot race all year, with Chi- 
cago having the better of it by a small 
margin. In August, it looked as though 
Chicago would swamp the home ofnce 
egency, but Manager John L. Shuff 
hearing of the impending crisis, rushed 
home from his vacation, rounded up a 
$400,000 case and put his agency well 
over the $1,000,000 mark for the month 

The Pittsburgh agency, Lyne & Sons, 


_kept up its phenomenal increase in pro- 


settled tor 
increase 


duction. This agency has 
$4,327,328 in eight months, an 
of more than 100 percent over 1926. 


cies A. M. Hopkins are in charge of the 
lexecutive end of the convention and 
| Robert E. Long. agency secretary, is 
handling the details. It is estimated 
that something like 65 or 70 will be 
present. ; 

Following the convention at Atlantic 
| Citv. the supervisors of the compan\s 


| will meet in the home office Sept. 15 


for 
- - ae 
i conference with the company officials. 
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PRESIDENT LAY IS OPTIMISTIC AS 
TO THE LIFE INSURANCE OUTLOOK 














OBERT D. LAY of Chicago, presi- | business conditions for this fall and 


dent of the National Life, U. S. A., 
has an optimistic outlook on busi- 
ness. 
tells them that the opportunity before 
them is golden. He predicts a splendid 


fall and winter. Mr. Lay says: 
“Business will be active this fall. 
Bankers, manufacturers and _ business 


men in every walk of life say so; easy 
money conditions point to it and crop 
Statistics all tell the same story. Money 
and crops are now the two important 
factors in the business success of our 
country. The aggregate money income 


In addressing his own agents he | 


| 


of the American farmer this year will | 





ROBERT D. LAY 
President National Life, U. 8. A. 


be over twelve billion dollars, an esti- 





winter. 
Condition of Crops 


“The composite condition of all crops 
compare favorably to the ten-year aver- 
age. Corn is below normal in some sec- 
tions of the country but higher prices 
will result in an increase of some $60,- 
000,000 to the farmer this year. The 
wheat crop is 20,000,000 bushels larger 
than last year. The cotton situation is 
healthy, both from the point of view of 
the planter and of the manufacturer. 
Hogs and beef continue profitable. The 
fruit and vegetable crop shows a short- 
age, but higher prices will largely offset 
this Dairy and poultry products 
show some increase in volume, with 
prices ruling about the same. 

“Industrial production is higher than 
in 1926. Activity in building continues. 
Market values of securities of all kinds 
show record prices. The percentage of 
business failures indicates a healthy con- 
dition generally. Exports continue to 
show an increase over the preceding 
period. 


loss. 


Business Will Be Good 


“After considering all these factors 
and talking with men who are intimately 
in touch with the general business con- 
ditions of our country, I cannot help 
but feel that business this fall and win- 
ter will be exceptionally good. Good 
business—easy money—happy farmers 
and happy wage earners all indicate that 
a record volume of life insurance will 
be sold this fall and winter. I want you 
to be prepared to take advantage of this 
prosperity throughout our country. 
People need life insurance, they have 
the money to pay for it and you have 
every argument and method of persua- 
sion in your hands to write the largest 
volume of new life insurance this fall 


| and winter that you have ever placed in 


| 


mate based upon analysis of this sea- 
son's crop prospects, price trends and | 
business conditions generally. This fig- 
ure is a slight increase over the figure 


for last year and clearly bespeaks good 


] 


a similar period Be prepared—be 
ready and willing to work early and 
late. Agents of other companies realize 


this golden opportunity and your job 
will be to see more people and be there 
before an agent from some other com- 


pany writes the business.” 


| SEMI-ANNUAL STATEMENTS—LIFE 


(As Reported to Governor of Georgia) 


Acacia ... 
Atlantic Life 
Berkshire Life 
Carolina Life 
Commonwealth of 
Life 
Life 


Louisville 


Continental 
Fidelity Mut 
Guardian Life 

Illinois Life 
International Lifs 
Indus. L. & H., Ga 
Inter-Southern 
Jefferson-Standard 
John Hancock 

Kansas City Life 
Lincoln Reserve Life 
Life & Casualty 
Mutual Benefit H. & A 
Missouri State 
Maryland Life 

North Carolina Mut 
National Life, U. 8S. A 
National Benefit 
National L. & A., 
National Acdt. & Health 
Peoples H. & L., Ga 
Provident Mutual 
Provident L. & A., 
teinsurance Life 
Southern, Nashville 
Southeastern Life 
Sun Life, Canada 
Southern States Life 
Shenandoah Life 
Wash, Fid. Nat'l 


Life 
Tenn. 


Tenn 





Business Women Carry Insurance 


As a result of a questionnaire sent 
out to members of the Nationa! Federa- 
tion of Business & Professional Wom- 
en's Clubs, it is found that 78 percent 
of business and club women carry life 
insurance. 


Net Surplus Income Disburse 

















$ 1,044,983 $ 3,870,381 $ 2,188,746 
1,707,900 2,803,973 1,987,775 
So 4,116,455 2,517,170 

506,467 453.149 

1,603,689 1,035 

2,240,648 1,72 

8,624,936 5.913, 
és 7 5,173 7 
4,705,352 j 2,134 2 
2,296,650 5 4,055,057 
453.739 1 @8e.711 
1,036,101 1.619.965 
2,650,000 1.751.637 

33,469,902 40,375,806 

4,401,631 5904. 608 

208,170 175.235 
1,290,650 1,254,646 
3,832.11 
8,395,360 
$37,577 155.704 
135,375 870.100 
228,059 7.467.230 
316,820 - : 1,190,633 
3,148,602 8,300,902 7,168,447 
202,231 315,594 314.377 
7,100 31,787 31.165 
18,659,153 20,876,662 13.3 
874,950 2,217,871 
1,000,000 294,427 
s27,711 423,180 
2 494,865 
35 50,524,097 
2 1,088,712 
841,283 759,915 
590,670 2,822,026 





Life Notes 


Friends’ 
its 


The Swedish Mission 
Chicago has changed 
Covenant Life 

The Illinois department has completed 
an examination of the new Citizens Na- 
tional Life of East St. Louis of 
George Kabureck is secretary It 
increased its capital to $125,000 


Aid of 
name to the 


as 
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Consider this Contract 


You can read in it satisfaction for your 
policyholders, and for yourself the assur- 
ance of a contented clientele. Look over 
and compare these terms: 


Any natural death ....... seetened $ 5,200 
Any accidental death ........ +++. TOg00 
Certain accidental deaths..... nee 
Accident benefits ........ $50 per WEEK 
(Non-cancellable) 
Also Disability Income, W ower 
of Premiums, etc. 





| ALL IN ONE POLICY | 





Because your prospect quickly sees its advan- 
tages, we have named this broad United Life con- 
tract “A Policy You Can Sell.” In assuring your 
clientele’s future, it also assures yours. 


There may be an opportunity in your community. 
If so, our Vice President, Eugene E. Reed, will 
tell you all about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord New Hampshire 


I li 


Inquire! 








GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








When certain laudable results are 
obtained in any line of business, there 
must be a reason for them. 


You ask what is the reason for our 
success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 
are interested enough to wish to know 
what the word “PLUS” implies in 
this connection, write me and I'll tell 
you. 


A. E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 South State Street 
Chicago, III. 
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Opportunity for Fine Work 


WitH the agency convention season 
about over and people getting back from 
their summer vacations, the life insur- 
ance man has the opportunity during the 
last four months of the year to put in 
some extraordinarily big licks. Men 
whose business it is to keep their hands 
on the pulse of affairs look forward to 
activity in all lines the rest of the year. 
The country is in a very healthy condi- 
tion. In many of the agricultural sec- 


tions the farmers will fare far better 
than they have during the last few 
vears. While there is a depression in 
some cities because of depression in cer- 
tain industries there are plenty of pros- 
pects that are prospering. It would 
seem that the life insurance agent, if 
he applies himself the latter part of the 
year will reap a golden harvest. The 
result will depend on his own energy, 
resourcefulness and industry. 


The New Is Old 


THE new is already old. It was not 


many years ago that the first experi- 
ments in home. office circularization of 
prospects for life underwriters were in- 
stituted. It was not many months ago 
that but a few pioneers were utilizing 
this form of approach. Today the com- 
panies so aiding their agents are legion 
—and the list is rapidly growing. 
What of the results? It is not diffi- 
cult to visualize. John Doe announces 
the birth of a child—276 letters of form 
No. 8 are received in the next morn- 
ing’s mail, signed by 276 company 
presidents and offering the services of 
276 agents to solve the needs of the 
new member of the family. Compli- 
mentary, perhaps, and an opportunity 
never accorded the mere commuter or 
rural resident before—personal and in- 


timate correspondence with 276 promi- 
nent officials—but it does not really 
offer the agent more of a relief than 
the old system or lack of system, for 
the prospect of tomorrow will have to 
post guards to keep the 276 follow-up 
agents in line at his front door. 

The same is true of business changes, 
other events. 
from one to 


deaths, marriages and 
The number may vary 
350, but it will be large as soon as the 
system is generally adopted. 

Which is merely exemplary of all 
new sales ideas. While very new and 
novel, they are invaluable. When aged 
and commonplace, they may become 
handicaps. The circularization plan is 
aging. This offers an opportunity for 
the insurance ad men to acquire a few 
more gray hairs. 


Skill and Ability Insurance 


[Tue New York 


merce” in a recent issue 


“Journal of Com- 
brings out a 
new argument for business insurance, or 
rather reflects the view of a large com- 
pany that has noticed the trend of the 
times in economics and commercial life 
Attention is called to the fact that the 
margin of profit on many lines of busi 
ness is becoming more narrow. This 
results of course in combinations or co- 
operative agreements between concerns. 
Gigantic enterprises can market and dis- 
tribute their products with a small turn- 
sales to 


over, relying on a multitude of 


bring returns. This larger scale distri- 


overcomes the small profit per 


bution 

of production. The statement is 
de that manufacturers and dealers 
in the “large unit” 


affected by the 


who are not definitely 
class are particularly 
odern tendency 

Here 


ness insurance. If, therefore, the smaller 


comes the argument for busi- 


oncerns are to ce in business and 


ntinue 


earn a profit they must depend more 


and more on the genius, enterprise and 


ability of some individual or individuals. 
There must be a peculiar skill in the 
mental make-up of some man who be- 
comes responsible for the success of the 
It is at this point where busi- 
ness insurance steps in. Naturally a man 
of this character is of inestimable value 
to a small concern. Its ability to pro- 
duce a profit rests largely on a person or 
If therefore death or disability 
comes to a man of this kind, the loss 
to the enterprise is enormous. He 
should be 


enterprise. 


persons. 


surrounded with every pos- 
sible safeguard. 

The company that is bringing forth 
this new argument suggests that instead 
insurance this particular 
“skill and ability insur- 
ance.” Life tend to 
»»bsorb the shock of death until it could 
be seen whether a concern could get a 
man to fill the place. It would tide over 
the time of crisis. Undoubtedly there is 
a big field for “skill and ability insur- 


of business 
brand be called 


insurance would 


ance,” among the smaller enterprises 


particularly. 

















George Speck, an agent for the Phoe- 
nix Mutual Life in Chicago, will be ten- 


dered a luncheon Friday noon by Rob- 
ert A. Judd, Chicago manager, in honor 
of his accomplishments of recent 


months. Mr. Speck is one of the vet- 
erans of the business and yet he has 
demonstrated this summer that he can 
maintain his old pace. He is 80 years 
old and has been in the business 37 
years. He was the first agent started 
under Jules Girardin, when he was 
named Chicago manager 37 years ago. 
For the past few years, however, he 
has not been active in the business and 
has been ‘living in California. This 
summer Mr. Speck returned to his old 
field in Chicago and demonstrated his 
ability by writing $100,000 as summer 
business. He is leaving early in Oc- 
tober for California, having justified his 
visit to Chicago. 

The Merrimon Insurance agency, 
Greensboro, N. C., is this month cele- 
brating the 25th anniversary of its or- 
ganization in 1902. The 
leader in fire, life and casualty business 
in Greensboro and W. B. Merrimon, 
the president, is president of both the 
fire and life agency organizations in the 
city. 

Fred C. Odell, who joined the Merri- 
mon agency in 1907, is vice-president 
and treasurer, Ralph Armfield and Fred 
Pearce are vice-presidents while Homer 
N. LeGrand is secretary and assistant 
treasurer. 

Leonhard T. Hands, former Michigan 
insurance commissioner, who was super- 
intendent of agents of the Michigan Mu- 
tual Life of Detroit, has 
a of agents of the National 
Life, U. S. A. of Chicago, which took 
over the Michigan Mutual. Mr. Hands 
has returned to Michigan, 
Detroit. It is understood that he may 
organize a new life company as he is 
very much interested in that branch of 
the business. Mr. Hands did not move 
his family to Chicago following the 
reinsurance of the Michigan Mutual 
Life. However, he did considerable 
work for the National Life U. S. A. be- 
ing established at its home office. He 
felt, however, that he was much more 
at home in Michigan and desired to be 
identified directly with that state. 

David F. Houston assumed his office 
as president of the Mutual Life of New 
York last week succeeding Charles A. 
Peobody, who retired after more than 
20 years of service. A number of the 
officers and trustees together with per- 
sonal friends, called the first day to ex- 
tend their greetings. As is known, Mr. 
Houston has had a varied experience. 
He has been an educator, a member of 
the cabinet, and general business man. 
He resigned as financial vice-president 
of the American Telephone & Telegraph 
Company to take his present position. 

H. M. Hessberg of the Fraser agency, 
New York City, of the Connecticut Mu- 
tual Life in the year ending Aug. 15, 
1926 (the company’s club yeas) deliv- 


ered and paid for 93 policies covering | 


$847,000 life insurance, a production ex- 
ceeded by only two other agents of the 
company for that year. He held prac- 
tically the same rank for production 
during the present year ending Aug. 15, 
1927, standing fourth with over $800,- 
000 to his credit. The company’s rec- 
ords show that every policy of the 93 
for 1926 renewed and remained on the 
books. Mr. Hessberg wins as a result 
of this record the 
to the agent who shows the best record 
for persistency of business written the 
previous year. 

The uniformity with which Mr. Hess- 
berg has produced business during the 
past seven years is shown by his record 
of over $5,000,000 on over 400 lives 
for that period. He has never stood 


agency is a| 








H. M. HESSBERG 


below fourth place among the com- 
pany’s leading producers. Mr. Hess- 
berg is a well-known resident of Brook- 
lyn, and joined the ranks of the Fraser 
agency in 1921. He has shown marked 
ability as a life agent ever since his 
entry into the business. His first year 
resulted in well over $500,000 of in- 


| surance and during his seven years in 


resigned as | 


locating in | 


| 
| 
| 


the business he has continued to show 
increased production of a high order. 
He is the present commissioner of 
records of Brooklyn, appointed last 
year for a term of five years. His long 
and successful activity in politics has 
given him many important positions of 


responsibility in the Democratic party. 
He is now candidate for sheriff of Kings 
county (Brooklyn). 


Henry F. Tyrrell, legislative counsel 
for the Northwestern Mutual Life, who 
has been secretary of the Wisconsin 
State Golf association for the past 12 
years, has been elected an honorary 
member for life in the Michiwaukee Golf 
Club, Milwaukee. Mr. Tyrrell was given 
this distinction “in recognition of his 
unusual services in behalf of golf in Wis- 


| consin.” 





Greene cup, awarded | 


| 


| 


| 
| 


Mr. Tyrrell has always been deeply 
interested in the development of the 
public golf idea, and he was the first 
local citizen to appear before the Mil- 
waukee park board in behalf of public 
golfing there. He was instrumental in 
the establishment of two public golf 
courses in the Milwaukee parks. When 
he became secretary of the Wisconsin 
State Golf association it was a small 
organization and financially embarrassed. 
Since the association has been under 
his direction it has developed into a 
state-wide organization of 44 constit- 
uent clubs with finances which allow 
it to be liberal in giving golf awards. 

Although Mr. Tyrrell enjoys the en- 
viable privilege of being able to play 
on any state course he states that in 
his case the permission is a nominal one 
as he has not golfed in over five years. 
“Too busy,” he says, “and not a very 


| good golfer, anyway.” 


A. H. Gibson, Fort Worth, Tex., 
agency manager for the Bankers Life 
of lowa, owes his life to his quick think- 
ing when an airplane, which he was pi- 
loting, went into a nose dive. Mr. Gib- 
son is now in a Fort Worth hospital, 
his left leg fractured in two places, his 
body covered with bruises and lacera- 


| tions as a result of the crash which oc- 


curred Aug. 28. 
Mr. Gibson, who served in the avia- 


| tion corps during the World War, was 


piloting his plane over Fort Worth at 
approximate altitude of 1,000 feet 
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Suddenly, to his consternation and dis- 
may, the control pulled loose from its 
socket, and the plane went into a nose 
dive, plunging toward the earth. : 

Dropping to his knees in the cockpit 
of the plane, Mr. Gibson manipulated 
the control wires with his hands and 
brought the plane out of the nose dive, 
but not in time to avoid a crash. His 
efforts did “level off” the plane to sonfe 
extent, and certainly staved off instant 
death for the pilot. 


Judge Ernest Heppenheimer, president 
of the Colonial Life of Jersey City, has 
been appointed one of the receivers of 
the Manufacturers Liability of that city 
which went into the hands of a receiver. 
He replaces Dr. Daniel T. Winter, who 
was president of the Manufacturers 
Liability. There are three receivers for 
the company. Judge Heppenheimer will 
serve with Senator E. I. Edwards and 
M. J. Brown, a New York banker, as 
permanent receivers. Insurance Com- 
missioner Edward Maxson of New Jer- 
sey objected to a former officer of the 
company being one of the receivers. 
Judge Heppenheimer was formerly a 
member of the court of errors and ap- 
peals at Jersey City. 

Pearce H. Young, agency instructor 
of the Missouri State Life, has started 
on a two months’ business trip which 
will include Spokane, Seattle, Washing- 
ton, Portland, San Francisco, Los An- 
geles and Kansas City. 

F. L. Barnes, vice-president of the 
Sentinel Life of Kansas City, has just 
returned from an agency trip to Chi- 
cago and Detroit. The Sentinel has re- 
cently been admitted to Michigan, and 
the development of its agency plant in 
that state is now well under way. 

C. I. D. Moore, vice-president of the 
Pacific Mutual Life, has published in 
booklet form a collection of paragraphs 
in the nature of epigrams, proverbs, com- 
pact sentences, philosophic observations, 
witticisms, and so on, that have ap- 
peared from time to time in the “Pacific 
Mutual News” under the title “Cid 
Says.” The title is drawn from Mr. 
Moore’s three initials. The book is got- 
ten up in flexible leather binding and is 
very artistic typographically. Mr. Moore 
has a gift of writing and those who 
have followed his delightful excursions 
in the “Pacific Mutual News” to inter- 
esting points have admired his descrip- 
tive ability. 

A. L. Saltzstein, general agent for 
New England Mutual Life at Milwau- 
kee, will return to his office on Sept. 15 
after an extended trip abroad. The 
held members of the Saltzstein agency 
are planning to surprise him on his re- 
turn with a generous number of applica- 
tions, and all members of the agency 
will be represented in this welcome. 

Charles H. Parsons, superintendent of 
agencies for the Northwestern Mutual 
Life, has returned from an extended 
summer vacation spent in New Hamp- 
shire and Vermont. 

John P. Davies, assistant superin- 
tendent of agencies for the Northwest- 
ern Mutual Life, has left for his vaca- 
tion which he is spending by taking his 
family on a motor trip through Estes 
Park, Col. Mr. Davies is visiting a 
number of western agencies of the com- 
pany on the trip. 

A. V. Bayley, Jr., one of the leading 
producers of the San Francisco agency 
of the Northwestern Mutual Life cele- 
brated his 16th anniversary with the 
company last week. Mr. Bayley has 
spent his entire insurance career with 
the same company, having entered its 
service in the middle west. He went 
to California about nine years ago. 


E. H. L. Gregory, general agent of 
the Aetna Life at San Francisco, ac- 
companied by Mrs. Gregory, is leaving 
for New York City Sept. 14. From there 
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‘The Minute Man 
Club 


The most distinguished honorary 
organization of The Lincoln National 
Life Insurance Company is the Minute 
Man Club. It is made up of the agents 
who write, deliver and pay for $100,000 
of business in the last four months of 
the year. 


Spirit is running high in The Lin- 
coln National Life sales force these days 
with a number of producers in each of 
the 28 states in which the Company 
does business pledged to make the Min- 
ute Man Club this year. 


Their efforts will be aided by the 
inauguration of several liberalized fea- 
tures to become effective for The Lin- 
coln National Life on September 15. 


(INK UP (wir THe (LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’ 














Lincoln Life Bldg. Fort Wayne, Ind. 





More Than $485,000,000 in Force 
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Forty Years Old 
This Year 


Such is the Provident. 
Founded..in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 


with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


General Agency Openings 
in 


lowa 
Illinois 
Indiana 
Ohio 

and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Fe PROVIDENT LIFE 


and ACCIDENT INSURANCE; 


~ COMPANY 
of (hattanooga Tenn 


1687 rowers year 1927 









they will sail to Europe for an extended 
vacation, returning some time after the 
first of the year. 


J. F. Ruehlmann, secretary of the 
Western & Southern Life, is in a Cin- 
cinnati hospital recovering from an oper- 
ation he recently underwent for appen- 
dicitis. 

The Fidelity Mutual Life held open 
house to the people of Philadelphia 
Wednesday of this week from 1 to 5 





This offered an opportunity to the 
friends of the company to visit the new 
home office at the Parkway at Fair- 
mount avenue. The officers and di- 
rectors acted as hosts. 


Leon Gilbert Simon, inheritance tax 
expert, has just returned from Europe, 
over much of which he traveled by air- 
plane. While abroad, Mr. Simon suf- 
fered a severe attack of pneumonia, 
being confined to a hospital for two 
weeks, but is now sufficiently recovered 


p. m. A buffet luncheon was served. | to resume his normal activities. 














LIFE AGENCY CHANGES 








BRAND OPENS NEW AGENCY 





Lincoln National Life Is Arranging for 
Another Independent Office in 
Chicago Territory 





E. J. Brand, who is manager of the 
life insurance department of Bowes, 
Rogers, Tansill & Welch of Chicago, has 
resigned to open a new general agency 
of the Lincoln National Life of Fort 
Wayne, with heaquarters at 1421 Adams- 
Franklin building in Chicago. The new 
office will be opened about Sept. 15. 
Mr. Brand will operate an entirely sep- 
arate and independent general agency 
in Cook county and will endeavor to 
build an organization of whole time 
representatives under a rather unique 
plan. Bowes, Tansell, Rogers & Welch 
represent the Travelers. 

Mr. Brand is a trained Travelers man 
who has been very successful in his 
work. He has been in the business 13 
years, about eight years with the Trav- 
elers and the remainder with Bowes, 
Rogers, Tansill & Welch. In 1914 he 
went into agency supervision work for 
the Travelers at Pittsburgh for the 
western Pennsylvania field, and after 
five months there was transferred to 
Minneapolis, from where he organized 
the Minnesota and North and South 
Dakota field for the company. After 
15 months the company transferred him 
to Springfield, Mass., from where he 
supervised the western Massachusetts 
field for six years. From Springfield 
he transferred to Chicago and organized 
the health and accident department of 
the agency he leaves to conduct the 
Lincoln National Life agency. 

Mr. Brand intends to organize his 
general agency on a plan that will be 
unique in life insurance circles and that 
probably will involve organizing groups 
of agents to work under direction of 
key men. 

The Lincoln National Life established 
a Chicago agency a number of years 
ago, with Col. Thomas M. Knox as 
manager. This agency has been highly 
successful and broke the way for the 
Lincoln National in the metropolis. It 
now desires to extend its operations. 

The new Brand general agency will 
not interfere at all with Colonel Knox. 


Edward J. Lieb 
Following the recent licensing of the 
company in California, the Security Mu- 
tual Life has appointed Edward J. Lieb 
general agent at Los Angeles, with of- 
fices in the Union Bank building. 


Walter H. Boireau 


Everts Wrenn announces the appoint- 
ment of Walter H. Boireau as agency 








manager of the Chicago general agency, 


| State Mutual Life. 

Mr. Boireau is a graduate of Dr. 
| Lovelace’s school of life insurance sales. 
| He is also a graduate of the Harvard 
| School of Business Administration and 
| has had much experience in agency and 
brokerage work. He formerly lived in 
Chicago, is a World War veteran and a 
captain in the officers’ reserve corps. 
He recently resigned as agency assist- 


\ 


| ford, where his work was in connection 
| with agency building, to associate with 
Mr. Wrenn. 


APPOINT KANSAS CITY FIRM 





Travelers Will Have General Agency 
Representation in Prominent R. B. 


Jones & Sons Organization 





KANSAS CITY, MO., Sept. 7.—R. 
B. Jones & Sons, prominent agency of 
this city, has taken a general agency 
contract with the Travelers in the life 
department, according to an announce- 
ment made by Cliff Jones. Wiley E. 
Pendleton, formerly with the Kansas 
City branch office of the Travelers as 
assistant manager in the life department, 
is the manager of the new life insurance 
department of the R. B. Jones agency. 
Mr. Pendleton had been with the Tra- 
velers for four years. 

The agency plans to expand its life 
insurance department immediately. Hav- 
ing looked forward to this move a year 
ago, it augmented its sales force with 
ten men, and with the actual inaugura- 
tion of the life department, it will put 
in ten more men at once. Contrary to 
the original plans on this point, the men 
will be allowed to sell all types of in- 
surance with only a few life insurance 
specialists in the department. This de- 
cision was made because the members 
of the firm felt that the greatest impedi- 
ment in the way of the life insurance 
salesmen is his inability to gain admit- 
tance and with his connections estab- 
lished through other lines of insurance, 
he will not find it difficult to introduce 
the subject of life insurance. 


WARREN GIVEN DISTRICT POST 








Former Manhattan Life Man to Develop 
an Eastern Territory for Federal 
Union Life from Philadelphia 





David F. Warren has been placed in 
charge of the eastern district office of 
the Federal Union Life at Philadelphia. 
The office, which is newly established, 
is in the Franklin Trust building. Fol- 
lowing four years of service with the 
Casualty Company of America, Mr. 
Warren entered the life field in 1914 
with the Mutual Life of New York at 
Philadelphia. In 1922 he joined the 
Manhattan Life on a five-year contract. 


| This contract expired previously to his 


joining the Federal Union Life. 

Mr. Warren is well known in insur- 
ance circles in Philadelphia and has 
the reputation of being a “first inter- 
view” closer. He is strong in the belief 





ant of the Phoenix Mutual Life, Hart- | 


that it is a waste of the agent’s and the 
prospect’s time to make repeated en- 
gagements and calls on the same trans- 
action. He has been highly successful 
in writing corporation and partnership 
insurance. 

| After several instruction meetings 
| held last week, pledges from the new 
| district totaling more than $1,000,000 of 
new business for the remaining four 
months of this year were made. 





E. A. Nowlin 


The Atlantic Life announces the ap- 
| pointment of A. E. Nowlin as general 
|agent at Miami, Fla. Four outlying 
counties will be included in his terri- 
tory in addition to the city of Miami 
| He will have offices there at 412 Olym- 
pia building. For the last two vears he 











Clevelanders Prefer 
the CLEVELAND 


“THEY, who know 1t best, prefer 
Hotel Cleveland for its excep- 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 

Clevelanders who are accus- 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 








Hotel Cleveland is on the Public 
uare, convenient to all parts 
the city. Every room has pri- 

vate bath and servidor service. 
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VELAND 








A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t”’ 
WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 











WHAT’S AHEAD? 


That question is in the mind of every am 
bitious man. It’s in your mind. 

li the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 


double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 


assets and over $343,000,000 insurance in force. 
More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
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has been manager of the life department 


of the general agency of Vanderpool & 
Co. in that city, representing the Vol- 
unteer State Life. Previously he was 
city manager at Chattanooga for this 
company, and he was a member of the 
Volunteer State Half Million Corps. 
The Atlantic Life is just entering Mi- 
ami on a general agency basis. 


John C. Martin 


John C. Martin, who for several years 
has represented the New Eng!and Life 
at Grinnell, Ia., has been transferred to 
Davenport, Ia., as manager for eastern 
iowa, 


Edward F. Burns 


Edward F. Burns, formerly general 
agent of the Agricultural Life, has been 
appointed Michigan general agent of the 
George Washington Life with headquar- 
ters in the LaFayette building at De- 
troit. For a number of years he main- 
tained a general insurance agency in 
Minnesota. At one time he was organ- 
zer for the Modern Woodmen. 


Thomas McGee & Sons 


Thomas McGee & general 
agents of Kansas City, Mo., are estab- 
lishing a life insurance department. They 
will represent among other companies 
the Sentinel Life as general agents in 
Kansas City. J. A. Gorman is in charge 
of the new department. Mr. Gorman 
has not had experience in the life in- 
surance business, having been an execu- 


Sons, 


tive official of the National Cloak & 
Suit Company for a number of years. 
For the past two years he has been 
with that company in New York City. 





F. E. Cottrell 


F. E. Cottrell of Gulfport, Miss., has 
been appointed general agent for the 
life department of the Pacific Mutual 
Life, the territory having been released 
by Patton Bros. Mr. Cottrell has con- 
ducted a general agency in the acci- 
dent department at Gulfport for a num- 
ber of years. 


Jack H. Storey 


The Pacific Mutual Life has opened a 
general agency for both life and 


new 
noncancellable departments in  Port- 
land, Ore., naming Jack H. Storey, 
northwestern manager for the Pacific 
Finance Company, as manager. The 
life’ agency covers Multnomah county 
and the noncancellable agency covers 


the entire state. This appointment does 
not affect the W. H. McConnell agency. 


J. Carter Witt 


J. Carter Witt, who since last April 
has been supervisor of agents in the 
Nashville, Tenn., branch of the Missouri 
State Life, has been promoted to the 
assistant managership of the agency. 
For six years previously to joining the 


Missouri State Mr. Witt was with the 
Bankers Reserve Life at Memphis, 
Tenn. 


LIFE INSURANCE EDITION 
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EASTERN STATES ACTIVITIES 
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PLAN EASTERN AGENCY MEET 





Northwestern Mutual Officials in Har- | 


risburg, Pa—Will Hold Meeting 
There This Week 
HARRISBURG, PA., 
Charles H. 
agencies for the Northwestern Mutual 
Life, and W.. Ray Chapman, assistant 
superintendent of agencies, will visit the 
Herbert L. Smith general 


Sept. 


g— | 
Parsons, superintendent of | 


agency at | 


Harrisburg to conduct a two-day meet- | 


ing Sept. 9-10. 

Following the meeting some of the 
members of the standing committee of 
the Agents Association of the Middle 
Atlantic and New England States will 
meet with Mr, Chapman here to make 
plans for the meeting of the agents 


group during the first week in January | 


in New York. The standing commit- 
tee of the association is comprised of 
the following general agents: A. L. 
Baldwin, Washington, D. C.; W. F. At- 
kinson, Brooklyn; S. N. Kenyon, Utica, 
N. Y.; W. F. Hazelton, Providence, R. 
I.; O. L. Gooding, Newark, N. J., and 
Herbert L. Smith, and two agents, W. 


E. Rowley of Newark and Joseph H. | 


\llibone of Syracuse. It is expected 
that most of these agents will come to 
Harrisburg for the conference. 

The committee will make arrange- 
ments for the meeting of 400 agents, 
all of whom are full-time agents and 
leading producers in the field. The or- 
ganization of the agents of the Atlantic 
seaboard has grown within the 13 years 
of its existence, from a local proposition 
to a large association which is managed 
by the general agents association, and 
inder the management of the general 
gents its development has been so great 
that its meetings will now be managed 
1y the company. This sectional organi- 
ation now rivals the company’s Asso- 
iation of Agents in importance, and the 
oming meeting is expected to be one 

the most important in its entire his- 
tory. 


Charge Insurance Murder Plot 


Irving Rubinzahl, Harry Greenberg 
nd Joseph Lefkowitz have been ar- 
rested in New York for the murder of 
Benjamin Goldstein, drowned while 


rowing with Rubinzahl and Greenberg 

The district attorney says each of 
them has signed a statement that Rubin- 
zahl was paid $250 to push Goldstein 
irom the boat, the money being paid by 
Lefkowitz, a business associate of the 
drowned youth and the beneficiary of 
his life insurance policies, which totaled 
$70,000 and carried double indemnity in 
case of death by accident. Of the total, 
$30,000 was in the New York Life and 
the remainder in the Metropolitan. 





Huntington Agency’s Record 
The agency of the Home Life of New 


| York at Huntington, W. Va., which has 
| just won a special 


two months’ drive 
for new business, has thus gained the 
right to send one of its representatives 
to the Memphis convention of the Na- 
tional Association of Life Underwriters 
at the expense of the company’s associa- 
tion of agents. 





Shenandoah in Massachusetts 


The Shenandoah Life of Roanoke, Va., 
has been admitted to Massachusetts and 
has named George H. Tracy of 80 Fed- 
eral street, Boston, as its agent of 
record. 


Church Goes to California 


James A. Church, who retired recently 
as manager of the Columbus, O., agency 
of the Mutual Life of New York, has 
left for California in an effort to regain 
his health. He has been succeeded by 
G. A. Patton of Des Moines. 


Life Course at Columbia 


Columbia University is offering a 
course in life insurance this fall under 
the instructorship of James R. Trimble 
of the Mutual Benefit. Lectures will be 
given on successive Tuesday evenings 
trom 7:40 to 9:20, beginning Oct. 4. 


Commissioner Taggart Upheld 

Unanimous endorsement was given 
by the board of directors of the Pitts 
burgh Life Underwriters’ Association 
at the meeting Friday to the new plan 
requiring applicants for a license to sell 
life insurance to pass an examination, as 
announced by M. H. Taggart, insur 
ance commissioner of Pennsylvania. A 
resolution was adopted, assuring the 








Fire Insuronce 


ett 
nsorerse & 





Builders of Business 


If you have not used Kaufmann Systeman Security Holders you have 
a pleasant surprise awaiting you. For Kaufmann wallets will help 
you build business just as it is building business for hundreds of 
others. 

Until you have used it to deliver those extra policies you have not 
made use of the biggest dollar for dollar life insurance business 
builder on the market today. 


The standard size is $2.25 and the large size, $3.15. Quantity rate 
gladly furnished on application. Other wallets from 6sc to $5.00. 


For Sale by 
The National Underwriter Co. 


1362 Insurance Exchange 
CHICAGO, ILL. 


420 E. Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 


ALI AS IE NEN 2 ea es 


BUT INCOME INSURANCE 
is the present day need 





























Your client may have provided handsomely for his family in the event 
of PHYSICAL death, but how about his FINANCIAL death? Who 
is going to pay the rent, light, heat, groceries, clothes, automobile, doctor 
and nurse bills when he is physically disabled and can’t earn an income? 


_ FACTS TO REMEMBER—Most people DO NOT insure the 
lives of their incomes. Income insurance sells faster than any other 
line because the income is the average person’s ONLY ASSET. Our 
agents make money because we give the public the policies it wants 
a ng agents the service they need. Splendid territory open for 

ustlers. 


Agency Department 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN W. G. CURTIS, President 











YOU, AS WELL— 


as ourselves, must keep abreast of the times. Buyers of life in- 
surance are demanding protection for every member of the family, 


Dad and Mother, Brother and Baby Sister. 


We can furnish it,—can you? 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office Kansas City, Mo. 
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commissioner of the association's co- 
operation in carrying out the plan. The 
resolution stated that the board of di- 
rectors recognizes the desirability of so 
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| selecting and educating the agent that 
he will reflect credit upon the insurance 

| business, the company and the insurance 
| department. 
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HEAR APPEALS OF COMPANIES 


Life Insurance Companies Object to In- 
creases in Tax Values Made by 
Kansas Authorities 


TOPEKA, KANS., Sept. 8.—The 
Kansas public service commission will 
hear the appeals late this month of the 
five insurance companies which seek a 
reduction in the assessed value of their 
properties. The tax division of the com- 
mission recently added over $600,000 to 
the values which the local board had 
fixed for 18 of the insurance companies 
in the state. Thus far five of the life 
companies have appealed and the com- 
mission has agreed to a hearing for all 
the companies at one time. It is ex- 
pected that the result of the hearing 
will be the working out of a plan of 
assessment for these companies which 
will be equitable to all of them and 
also to the taxpayers of the state. 

The controversy started when the 
Federal Reserve Life of Kansas City 
was assessed on a valuation of $900,000 
by the Wyandotte county board last 
year and this was reduced to $300,000 
by the state board of equalization. The 
company then complained that none of 
the other insurance companies was as- 
sessed on a basis as high as its total. 
This caused the commission to order in 
the assessment statements of every com- 
pany and the result was that some com- 
panies which never paid taxes were put 
on the books and most of the com- 
panies were given large increases in tax 
values. The five which appealed were 
the Bank Savings Life of Topeka, in- 
creased from $5,000 to $145 
Farmers & Bankers of Wichita, in- 
creased from $105,740 to $279,285; the 
Kansas Life of Topeka, increased from 
$7,200 to $86,255; the Liberty Life of 
Topeka, increased from $12,215 to $87,- 


700; The | 


050 and the Great American Life of 
Hutchinson, which has not been on the 
tax rolls at all in the past but was as- 
sessed $32,755. 


Gave Agency Breakfast 


On Sept. 1 Robert A. Judd, Chicago 
manager for the Phoenix Mutual Life, 
gave an agency breakfast at the LaSalle 
Hotel, marking several anniversaries 
and preparing the men for the coming 
season. It was the first anniversary of 
Roy Hutchison, the half-year anniver- 
sary of Mr. Judd and the first day of 
Donald McCandless. It marked the 
end of the one month's contest with the 
Minneapolis office. And it gave the 
agents an opportunity to plan for the 
fall work, partioulorty the “Treasure- 
Merit” campaign launched by the com- 
pany. 


Holds St. Louis Sales School 


The Union Central Life through its 
St. Louis office is conducting a class in 
life imsurance salesmanship Sept. 5 to 9. 

Robert J. Williams, educational di- 
rector for the company and Jerome 
Clark, assistant superintendent of agen- 
cies, are conducting the school. Frank 
M. See, general agent in St. Louis, ar- 
ranged for the holding of the school and 
all who were interested in life insur- 
ance salesmanship were invited to at- 
tend the classes which last from 4 to 
9 p. m 





Follow Up Twisting Charge 


The first complaint of alleged twist- 
ing of life insurance has come to the 
Kansas insurance department since the 
new agents’ qualification law went into 
effect. Commissioner Baker nas asked 
for the name of the agent and the com- 
pany he represents and additional facts 
upon which to base a citation for the 
agent to appear and show cause why his 
license should not be cancelled. 
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REINSTATEMENT DATES BACK 





Court Holds That Payment of Premiums 
in Arrears Puts Policy in Force 
Unimpaired 


National Bank vs. 





In Winder Aetna 


Life, court of appeals of Georgia, 137 
S. E. 848, the company issued certain 


policies to one Casey. By their terms 
the insured was given the right to rein- 
state same upon their lapse by comply- 
ing with certain conditions 

Insured permitted the policies to lapse, 
but on May 31, within the time limit in 
the policies, the insured applied for re- 
instatement. The insured was required 
to be in sound health at the time of re- 
instatement. Following the insured’s 
application for reinstatement on June 10, 


he suffered an injury which resulted in 
his death on Aug. 6. In the meantime 
the application for reinstatement had 


been approved, on July 14. 

On this state of facts the company 
contended that it was not liable because 
the insured was not in good health 
when the policies were reinstated, and 
that by the terms of the application for 
reinstatement good health was a requi- 
site. The beneficiary took the position 
that the reinstatement dated back to the 
default, and that the stipulation in the 
application for reinstatement as to good 
health on the date of its delivery had 
no application. 

On the trial judgment was rendered 
in favor of the company. On appeal the 


higher court in reviewing the record and 
in reversing this judgment, said: 

“In the instant case the terms of the 
policy itself in no wise indicated that it 
was intended that protection should be 
resumed from the date when the applica- 
tion for reinstatement was accepted, but, 
on the contrary, it clearly appears that 
the original policy of insurance should 
be reinstated and the premiums paid 
from the time it became lapsed or sus- 
pended. Accordingly, if it had been in- 
tended to provide from any change in 
the condition of the insured between the 
date of the application for reinstatement 
and the time when acceptance of the re- 
instatement was effective, the policy it- 
self should have so provided. 

“There being nothing in the policy to 
indicate that the reinstatement should 





1926, of 60 percent. The home office 
agency at Greensboro led with over $1,- 
000,000 in new applications in the month, 


Mr. Perkins outlines several changes 
which have been made lately in the 
home state. Ralph Price, son of the 


president of the company, is now in 
New Orleans with the Jefferson agency 
there. J. B. Mallory is the new super- 
visor in the eastern part of the state 
with office at New Bern. He was for- 
merly with the Pilot Life. J. A. Bearrus, 
formerly in the automobile business at 
Durham, now represents the Jefferson 
Standard there. J. E. Allen is a new 
Jefferson man at Asheboro. 


Oklahoma Agents Meet 


the 
their 


Business 
annual 


of 


held 


Oklahoma agents 
Men's Assurance 





sales congress last week in Oklahoma , 


City. Among the speakers were A. W. 
Hogue and J. H. Torrence, vice-presi- 
dents; C. W. Rogers, director of field 
service, and G. M. Greeley, assistant to 
the vice-president. 


Gets Results from Advertising 


W. W. Bennett, life insurance agent 
at Mexia, Tex., has decided that dis- 
play advertisements in the daily papers 
sell life insurance. He’s going to con- 
tinue his advertising. 

On Sunday, half against his 
he bought $10 worth of display 
in the local daily paper. Tuesday he 
was at Prairie Hill, 25 miles away. He 
met a man who had read the advertise- 
ment and was actually trying to get in 
touch with the insurance man. The re- 
sult was a $20,000 policy. 

“Selling $20,000 policies on the strength 


desire, 
space 


of a $10 advertisement looks like a prof- 
itable investment,” said Mr. Bennett. 
“Of course, I do not know how much 
other business came from that one lit- 
tle display advertisement, but I know 
that $20,000 policy did. Guess I'll keep 
preaching life insurance through print- 
er’s ink 





Owen Agency’s Good Record 


Louisiana agents for the State Life of 
Indiana set aside August as “Owen 
month.” W. T. Owen, state manager 
for the State Life, with headquarters in 
Alexandria, La., celebrated his 21st an- 
niversary with the company and a spe- 
cial campaign for business was put on 
in his honor. The first of the month 
“memo books” to be used as a diary for 
the month were furnished each active 
agent, with the inscription on the front 
of the book, “August for Owen.” In 
spite of the conditions prevailing in 
Louisiana due to the recent flood, they 
rounded out the month with next to the 
largest volume written for any month 
to date in 1927. 

The names of 31 agents appear in the 
list of those who contributed business 
to make “August for Owen” one of the 
best month of the year. 


Great American Elects Officers 


The board of directors of the Great 
American Life of Greenville, S. C, 
which was organized late last year to 
do business in the southern states, has 
elected the following as officers of the 
new company: J. I. Westervelt, presi- 
dent; M. C. Westervelt, vice-president 


| and secretary; E. Roy Stone, vice-presi- 


dent and general manager. 
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NEW AGENCY IS ESTABLISHED 


Sentinel Life of Kansas City Opens 
Office in Seattle—J. W. Reynolds 
Is General Agent 


The Sentinel Life of Kansas City an- 
nounces a new life agency in Washing- 
ton to be called the Sentinel Life 
Agency of Washington. The headquar- 
ters of the agency will be at 210 Ranier 
building, Seattle. J. W. Reynolds, who 
is president of the Automobile Owners 
Insurance Association, 
eral agent. Mr. Reynolds’ plans for de- 
velopment include a state-wide organiza- 
tion, handled under the guidance of two 
salaried supervisors, as well as a state- 


| wide advertising campaign. 


be effective only from the date when the | 


| reinstatement receipt was delivered, such 
{a provision as contained in the applica- 
tion sought to add a material new con- 
dition to the original contract. The in- 
sured having a vested contract right to 
reinstatement according to the terms of 


the policy itself, the rights there given | 


him could not be subsequently impaired 
by such a provision in the application for 
reinstatement furnished by the company. 
Judgment reversed.” 


Jefferson Standard’s Showing 


Jefferson Standard agents in nine 
North Carolina cities reported total 
business in August of $3,431,000, states 
A. R. Perkins, chief of the agents divi- 

4 sion. This was an increase over August, 





| 


Return from Coast Trip 
President Arthur M. Hyde, of 
Sentinel Life of Kansas City, and F. L. 
Hildebrand, superintendent of agencies, 


will be the gen- | 





Moore 


| Los 


the | 


spent August on an agency development | 


They vis- 
at 


trip through the northwest. 
ited the agencies of the company 
Denver, Salt Lake City, 
Seattle. Governor Hyde was the prin- 
cipal speaker at a radio program put 
on for the Sentinel in Salt Lake City. 


Licensed in Two More States 


The Acacia Mutual Life has recently 
been licensed in Wyoming and Nevada, 
and plans are 
velop the territory immediately. 


California State Life Meeting 


With 100 members in attendance the 
El Capitan Club of the California State 
Life convened at Del Monte for a four- 
day meeting and outing In order to 
qualify for membership in the group it 
was necessary to write $125,000 during 
the year. R. E. Watson of San Fran- 
cisco is president of the club. 


Can’t Withdraw Deposit 


Ruling of the district court at Boise, 
Idaho, that the $100,000 deposit of the 


Seated wad | mately 
oO é and | : ~ 
and and | ance produced in 1927 to Sept. 1 as com- 


former Idaho Fire with the insurance 
commissioner could not be withdrawn 
until all liability under outstanding poli- 
cies had expired will delay for some 
time the organization of the proposed 
First National Life of Boise. In the 
meantime, organizers of. the life com- 
pany are continuing plans for the or- 
ganization along new lines. 





Pacific Mutual Leaders 


In the field of its home office agency 
the Pacific Mutual Life has five agents 
that have each paid for from $500,000 
to $1,000,000 of business the first seven 
months of 1927. Named in order of 
their leadership in volume they are: 
Hallock Vander Leck and Danford M. 
Saker, Jr., of Los Angeles; T. W. Har- 
vey, Jr., of San Diego; Rutherford D. 
and Thomas F. Cantwell, of 
Angeles. 


Standish Agency’s Big Gain 


The Los Angeles agency of the Sun 
Life of Canada, of which H. S. Stand- 
ish is manager, has gained approxi- 
$750,000 in paid-for new insur- 


pared with the same period last year. 


Surprise Party for McMullen 


with the recent re- 
southern California agency 


In connection 
moval ot the 


| of the Massachusetts Mutual Life in Los 


being formulated to de- | 
| curity 


Angeles from the Edwards & Wildey 
building to its new location in the Se- 
Title Insurance building, an old- 
fashioned surprise party was given in 
the new quarters by the members of the 
field and office force to Agency Man- 
ager Frank E. McMullen. Dinner was 
served in the agency rooms and this 
was followed by other entertainment, 
including bridge and dancing. The at- 
tendance numbered 85 persons, con- 
sisting of agents and members of the 
office staff, together with their families. 
The entertainment program was pre- 
pared by Associate Manager Roy Ray 
Roberts and C. D. Pollock, while the 
general arrangements, including the din- 
ner, were handled by J. Warren Miller. 
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NEW COUPON NON-CAN FORM | MANNING’S NEW CONNECTION 


Federal Life Announces Policy That 
Carries Many Unusual Features— 
Three Options Given 


The Federal Life has announced a 
new non-cancellable disability policy 
with coupon premium reduction. Cou- 


pons are attached to the policy, one for 
each vear beginning with the third and 
may be either applied to the payment 
of any premium, withdrawn in cash or 
left with the company to accumulate at 


interest, with the privilege of with- 
drawal at any time. No coupons are | 
available after the insured’s 60th birth- 


day. The amount of the coupon varies 
with the age of the insured, the amount 


being the same for any attained age, 
without regard to the age when the 
policy is issued. The amount of the 


coupon for specimen ages for the vari- 
ous Waiting periods is as follows: 


Attained 3 Mo 2 Mo 1 Mo 15 Da 

Age Exel Exel Exel 

23 $1.64 $2.04 

0 1.80 2 56 

5 2 O2 2 46 

40 2.36 50 

45 3.00 4.28 

0 3.98 5.50 

55 4.59 6.32 

60 5.04 6.91 





There are several other new features 
in this policy. It may be renewed to 
age 65, subject to a 10 percent decrease 
in the indemnity each year after age 60. 
For the benefit of those who do 
carry other accident insurance, the pol- 
icy may be issued with an accidental 
death coverage which doubles under the 


| Six 


not. | 


same conditions as regular commercial | 


forms. The policy provides a hospital 


indemnity of 25 percent monthly in- 
come, effective from date of hospital 
confinement, regardless of elimination 


period. For an additional premium the 
policy may be amended to cover full 


| management of 


indemnity for hospital confinement dur- | 


ing the elimination period. This feature 
is available immediately after issuance of 
policy for hospital confinement due to 


accidental injury and for sickness oc- | 


curring after six months. 

The rates for select and preferred for 
$100 monthly indemnity range from $21 
at age 20 to $57 at age 55 on the three 
months’ exclusion period; from $27 to 
$65.50 at the same ages for two months 
exclusion period; $38 to $83 for one 
month exclusion and $46 to $126 for 15 
days’ exclusion. 


Claim Men’s Entertainment 


the program for the 
business session of the annual meeting 
of the International Claim Association 
at Torento, announced last week, an 
teresting entertainment program has 
been arranged, which includes a lake 
trip to Queenston and Niagara Falls for 
Monday afternoon and a bridge party 
for the ladies in the evening, the golf 
tournament Tuesday afternoon, with a 
ride about the city for the ladies and 
non-golfers, and the annual banquet 
Tuesday evening 

The party starting from 
cluding those coming in 
points, will occupy at least 

T. W. Hislop of the 
Life is in charge of 


In addition to 


in- 


Chicago, in- 
from other 
two special 
Great North- 


reservations 


ears 
ern 


Pro-Rating Is Upheld 
BISMARCK, N. PD, 
upreme court recently 
upholding the 
insurance company in a 
from Morton county \ 
in accident policy as a 
while working in a mine The company 
refused to pay and the wife of John Me- 
eck, the insured, sued the company and 
obtained a judgment for approximately 
$1,000. The supreme court held that the 
beneficiaries were entitled to only so much 
f the insurance as his premium would 
have purchased at the rate charged for 
the more hazardous occupation Accord 
nely the judgment was reduced to $180 


Sept. 7—The state 
handed down a 
decision contention of an 
case appealed 
man obtaining 


cook was killed 


| of the 12 


Takes Official Post with Great Northern 
Casualty—Reed Becomes Agency 
Manager 


B. H. Manning, 
the accident and 
the Continental 
been appointed 


former manager of 
health department of 
Life of St. Louis, has 
secretary of the Great 
Northern Casualty of Chicago a 
Reed, former manager of the St. Louis 
agency of the Continental Life, becomes 
agency manager in Chicago for the 
Great Northern. 

Mr. Manning has been manager of the 
accident department of the Continental 
Life for five years and in that time built 
up the accident and health department 
from $60,000 to $400,000, exclusive ol 
the newspaper premiums, which totaled 
$958,000 last vear. Some time ago, Mr 
Reed was Chicago manager for the Mu 
tual Life of Illinois, now the Abraham 
Lincoln Life. He had at that time what 
was reported to be the largest monthly 
premium office in Chicago, collecting 
$8,000 in premiums per month. Several 
years ago he gave up that connection 
and went to Los Angeles as general 
agent and manager of the Los Angeles 
branch office of the Continental Life 
months ago he came back to St 
Louis to build up the St. Louis agency 
of the Continental Life. 


Great Northern's Record 


The Great Northern Casualty 
founded in 1919 and in 1926 had ad- 
mitted assets of $10,000 and a total in- 
come of $53,000. The company is en 
tered in Illinois and Indiana. Under the 
Mr. Manning and with 
Mr. Reed in Chicago the company will 
undoubtedly show a very increase 
in business 


‘ . 
ine 


Travelers Federation Meets 


BOSTON, Sept 7 The 
Federation of Commercial 


International 
Travelers In- 


surance Organizations, which held its 
28th annual convention at Swampscott, 
Mass., has 743.372 members in six as- 
sociations reporting, according to the 
report of Secretary-Treasurer Ira F. 
Libby of Boston He stated that there 
had been 537 accidental deaths among 
members for the year ending July 15. 
Taking duplications into account, there 


had been one death by accident for each 
1.497 members during the year, com- 
pared with one for every 1,672 members 
a year ago and one for every 1,940 mem- 
bers two years ago Total membership 
associations federated is about 


1,000,000 


| ¥.. spoke 


president of the fed- 
Commercial 
of Utica, N 
Advertising 
Com- 


H. E. Trevvett, 
eration and secretary of the 
Travelers Mutual Accident 
on “Cooperative 
for Mutual Accident Insurance 
panies.” H. E. Rex of Des Moines, lowa, 
reported for the executive committee 


Rain prevented motor trips to Salem 
and Marblehead, Thursday, and instead 
the delegates had a theater party in 


Boston 


Joins Merchants & Bankers 


L. & Black, who has been connected 
with the Mutual Life of Illinois, now the 
Abraham Lincoln Life, for about 12 years 
in the production of accident and health 
insurance, has gone with the Merchants 
« tankers Casualty of Springfield, Il, 
as fleld manager Mr. Black has a re- 
markably wide acquaintance throug? 
Illinois and the company's business has 
been showing great gains as a res il f 
his efforts 

Crandall Is Oregon Manager 

“Accident and Health” Crandall, vice- 
president of the Accident & Health 
Underwriters of Portland, Ore., formerly 


In- 


state manager for the Employers 

demnity, has been appointed state man- 
ager for Oregon for the accident and 
health department of the Sentinel Life 
Arrangements are under way for the 
completion of a state contract for the 
life department of the Sentinel, which 





Security~— 


@ When the Mutual 


organized in 1845 there were only 


. 
Senefit was 
a few Life Insurance Companies 


in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


surance, 


The Mutual: Benefit Life Insurance Co. 
Newark, N. J. 


Organ ized 1845 














AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 








Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








BERT H. ZAHNER 
Chicago Manager 


MORTON BIGGER 
Secretary 
A. C. BIGGER 
President 
MERLIN OATES 
Actuary 


Cc. W. SIMPSON 
Medical Director 











Clerks Climb Ladders! 


About one-half of the members of our great Home 
Office Agency once were Home Office clerks. Field work 
has paid them with financial prosperity, mental satisfaction, 
independence, and the zestful joy of service. 

What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 
over and Fall and Winter are on their way—the open seas 
son of success in life underwriting. Consider, decide 
START! 

We have Field positions for earnest men and women 
who have ambition, intelligence, and industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded hy 
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location, but 
unit in that 


will have the same office 
will function as a separate 
state. 


Opens San Francisco Office 


Offices in San Francisco have been 
opened by the Sierra Nevada Life & Cas- 
ualty of Oakland. 
entered the newspaper travel accident 
field, writing these policies in conjunc- 
tion with several papers in the state at 
an annual premium of $1 for $10,000 
benefits. 


Moves Into New Quarters 

Assurance of Min- 
into larger quarters 
about Sept. 15. 


The Progressive 
neapolis will move 
in the McKnight building 





This company has recently added to its 
territory by being admitted to do busi- 
ness in South Dakota. It is now licensed 
in Wisconsin, Minnesota and South Da- 


kota. 


The company recently | 


Takes Over Prairie State 


The Illinois Mutual Casualty of Peoria 
has taken over the Prarie State Cas- 
ualty of Freeport, Ill. The Prairie State 
was organized in 1916 and has been do- 
ing a good health and accident business 
ever since. Its officers are also con- 
nected with the Bankers Mutual Life and 
the Mid-West Automobile and on ac- 


count of having too many irons in the 
fire, they decided to turn the Prairie 
State Casualty over to the Illinois Mu- 


| tual. 











| WITH INDUSTRIAL. MEN 








JOHN HANCOCK MUTUAL NEWS 


fromotions from Agents to Assistant 
Superintendents Have Been An- 
nounced by the Company 


following have been promoted 
agents of the John Hancock Mu- 
tual to assistant superintendents in the 
districts of their service: William B. 
Ludman, Columbus, 0.; Raymond A. Sul- 
livan, Cleveland I; John T. Harris, Pat- 
chogue, R. I.; Simeon C. Rice, Patchogue, 
R. I.; Everett B. Drumm, Grand Rapids; 
Otto C. Paulson, Elizabeth, N. J.; Jesse 
N. Parker, St. Louis II; Andrew A. A. 
Carroll, Mt. Vernon (White Plains Det.); 
Jacob Parent, Orange, N. J.; David Good- 
man, Chicago VIII; Maurice Gross, 
Brooklyn I; Eugene G. Zinn, Pittsburgh 
Il; Thomas Glander, Toledo, O.; Edward 
P. McNamara, Detroit I; Leon J. De- 
Scheen, Detroit I; Lester M. Hood, Balti- 


The 
from 





Det.); Gerald W. Greene, Chicago IIT; 
Charles Heller, Los Angeles I; Elijah L. 
Deaton, New London, Conn.; Robert P. 
Dalton, Lowell, Mass.; Hyman Silverman, 
Providence; James Sheppard, Newport- 
Covington, Ky.; Benjamin Rombro, 
Brooklyn III; Walter E. Greenebaum, 
Cincinnati I. 

Those promoted and transferred are 
Walter S. Tuchewicz, from agent at De- 
troit I to an assistancy at Detroit III; 
Sam 8S. Bernstein, from agent at St. 
Louis III to an assistant superintendent 
at St. Louis II; William E. Philipp, from 
agent at St. Louis II to an assistant 
superintendent at St. Louis I. 

Assistants transferred are Edward L. 
Walsh, from Elizabeth, N. J., to Plain- 


field detached; Leo F. Schwartz, from 
Grand Rapids, Mich., to Kalamazoo de- 
tached; Linus J. Schlacter, from Flint, 


Charles E. 
Cincin- 


Owasso detached; 
Columbus, ©O., to 


Mich., to 
Gibson, from 
nati II. 











jand E., 


purchasing company operates throughout 
the country. 


Talley Is Re-elected 


B. L. Talley, who recently became the 
chief executive of the Home Friendly of 
Baltimore on the death of its former 
president, was reelected at the regular 
annual meeting. The directors elected 
were as follows: Charles H. Taylor, sec- 
retary; Berlin F. Wright, treasurer; D. 
Frank Zeigler, senior vice-president; F. 
Chase MacCubbin, vice-president; George 
W. Kelley, vice-president; George A. 
Chase, vice-president; Daniel B. Cham- 
bers, assistant secretary and counsel; J. 
Wesley Carver, George S. McKindless, 
T. Westervelt. 

Mr. Talley is the son of the late Ber- 
nard L. Talley, well known pioneer in 
the industrial insurance business in this 
country, and president and general man- 
ager of the Home Friendly, until his 
death in 1898. 

Since Mr. Talley succeeded to the presi- 
dency, the company has shown renewed 
activity. It recently purchased the Dela- 
ware Casualty of Wilmington, Del. 


Field Men in Convention 


Over 350 field representatives of the 
Western & Southern Life will attend the 
company's annual convention at the 
home office, Cincinnati, Sept. 9-190. 
visitors will come from many states in 
the company’s large territory. 

After the business sessions each day 
the program will consist of luncheons, a 
theatre party, boat ride, ball game, and 
a banquet Saturday evening. 

The company has 
its most prosperous years, and this con- 
vention is in celebration of its rapid pro- 
gress and expansion. 
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| ecutive manager of the 
| tion, 


experienced one of | 





age of 5 years if the date of issuance is 


previous to that age. 


National Life of Vermont 
The National Life of Vermont has in- 


creased its limits on higher ages. For 
male risks the new figures are: 

Life 10 Yr. 5 Yr. 5 Yr 

and Term Term Term 
Age End. Non-Ren. Non-Ren. ten 
Dn? ot ne — pwedde- -aheete beeen 
15-18 .. 50,000 $ 25,000 $ 25,000 ...... 
re 60,000 30,000 30,000 eesti 
en oe ae 80,000 40,000 40,000 $ 10,000 
21 ..... 100,000 50,000 50,000 50,000 
22 ..... 120.000 60,000 60,000 60,000 
SS ...-- 146,000 70,000 70,000 70,000 
24 .. 160,000 80,000 80,000 80,000 
25 180,000 90,000 90,000 $0,000 


100,000 100,000 
100,000 100,000 


200,000 
200,000 


§ ie ee ° &cenes 90,000 

57 . — Sf a 
ie escha BE cece Dan Séhene 
7 ntene nn ~éedshees No ee 
a ~2sce DE 8 s0seee See 38 cesees 
Se, =— I Pr eae ee ee 
C—O a? sexes abeecd ~ eteena 
tts nn! eugeuh aekener, nmeided 
Aa Dt? NKesean” ‘Seteee. . Geane 
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| LOCAL ASSOCIATIONS 








meeting of 
held Oct. 


Chicago—The first fall 
the Chicago association will be 
7, when Maj. Roger B. Hull, the new ex- 
National associa- 
will be the speaker. At the time 
he will be on his way to the National 
association convention at Memphis. 

* * 

Lincoln, Neb.—-The Lincoln association 
at its September meeting named its dele- 
gates to the national convention at 
Memphis. A. R. Edmiston was chosen 
national executive committeeman for the 
next three years to succeed H. W. Noble. 
Vice-president Tychsen, presiding, named 
Williams, M. L. Palmer and 
A. Hyde as a committee to draw 
appreciation of the 


Maurice 

















more: Horace A. Pheeney, Srockton : ° ° 
(Plymouth Det.); Marion M. Koontz, Reinsures Industrial Business | Becks, cts, Supplementing the * Unions —_ services of Novia Z. Snell, late president 
Flint, Mich.; Joseph A. St. Julien, De- | The Federal Reserve Life of Kansas | Digest.” published annually in May at $4.00 and tle of the Midwest Life. to insurance as : 

ne oe e 6 7 . _ ‘ au | “Little Gem” mmm omy in April at $2.00. . atte, insurance as a 
troit IV; Eugene Marchesano, Hacken- | City, Kan., has announced the reinsur- | Eee | business and of his interest in the as- 
sack, N. J. (Nyack and Suffern, N. Y. | ance of its industrial business in the sociation activities. 
Det.); George C. Nichols, Grand Rapids, | Washington.Fidelity National of Chicago : : * * * 
Mich.; Franklin Plechner, Philadelphia I; oo Federal Reserve had approximately Sentinel Life Topeka, Kan.—The year’s work of the 
Leonard P. Malott, Flint, Mich.; Elmer | $1,000,000 of this class of business on its The Sentinel Life of Kansas City an- | Topeka association began last Saturday 
D. Sincox, Davenport, Ia.; Joseph A. | books. The company operated only in | nounces the first of its series of juvenile when the first meeting of the fall season 
Rigoni, Aurora, Ill.; John Hartlander, | Kansas and when policyholders moved | life insurance policies. Juvenile cover- | Was held. At this meeting Cecil K. Dean 
Elizabeth, N. J.; Aime L. Gaudet, Cam- | outside the state there was a good deal | age will be issued first on 20-pay life, | of the Central States Life of St. Louis 
bridge, Mass.; Peter Szczucki, Amster- | of confusion in handling the business so | endowment at age 80, written from the | discussed “Life Insurance as an Invest- 
dam; James B. Taylor, Lowell, Mass.; | it was determined to get rid of it en- | ages of 1 day to 14 years, inclusive. The | ment.” 
Richard E. Simonis, Fort Wayne, Ind.; | tirely and the company devoted all of its | minimum amount accepted is $500. The | CC. L. Gregg of the Fidelity Mutual, 
Fred L. Wallace, E. St. Louis (Alton | saevmies to its ordinary business The | policy attains the face amount at the | Secretary of the association, announced 
een —_ — = | 
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Columbian National Agents can 
offer the best in | 


AND HEALTH INSURANCE 
| Columbian National Policies 
make selling easier 


ample capital, surplus and highest standard of reserves. 


| 
Policies backed by ome of the very strongest companies in the country, having 
| is offered to salesmen of character and ability. Communicate at once wit 


THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


| 

BOSTON, MASSACHUSETTS 
i| 

Arthur E. Childs, President | 


Exceptional portunity 


AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 











ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 








A progressive up-to-date company with a program of 


expansion and growth. 


All Texas is our field. 





“The Fast Growing Company of the Southwest” 
San Antonio, Texas 








Incorporated 1871 


JOHN G. WALKER 
Chairman of the Board 





The lve heumene Cunneay of Virginia 


Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


Richmond, Virginia 


BRADFORD H. WALKER 


President 

















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 





AMAZING OPENING 


One of the most solid, pro- 
gressive companies writing life 
insurance, offers amazing oppor- 
tunities for men who are confident 
they possess organizing and sell- 
ing ability. A few of our amazing 
contracts will go to State Agents 
and General Agents who take on 
territory in Missouri, Iowa, South 
Dakota, Illinois and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are imperative. 
Give a condensed history of past 
connections in first letter. If pos- 
sible furnish a recent photograph. 
All applications will be treated 
strictly confidential, and contracts 
will be executed personally by the 
President. Address Lock Box 320, 
Lincoln, Nebraska. 











TWENTY YEARS 


and the 


CONFIDENCE of 


POLICYHOLDERS 


assure 


OUR AGENTS 


THEIR OWN FUTURE 


isSECURE 


Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 
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the full program for September as fol- 
lows: 

Sept. 10, T. A. McNeal, 
tor, “Life Insurance from the 
of a Newspaper Man.” 

Sept. 17, regular monthly 
meeting of the association. 

Sept. 24, George L. Grogan, actuary for 
the Bank Savings Life of Topeka, “Some 
Things I Do Not Know.” 

* * x 


Colorade—Charles Tushingham, edu- 
cational supervisor of the Provident Mu- 
tual Life, will be the principal speaker 
at the first fall meeting of the Colorado 
association in Denver, Sept. 10. His sub- 
ject will be “The Pathway to Primacy.” 
He is in Colorado attending the conven- 
tion of his company at Colorado Springs. 


newspaper edi- 
Viewpoint 


business 


Committee chairmen appointed by 
John H. Frost, president of the associa- 
tion, are: Legislation, J. Stanley Ed- 
wards; sales congress, P. L. Pease; en- 


tertainment, O. C. Watson; membership. 
Charles R. Mason; speakers’ bureau, Jim 
Godard; reception, A. Norman Dempsey; 
judicial, C. A. Schroeder; program, W. R 
Wilkerson; attendance, Ray S. Peters; 
publicity, E. A. Krueger; constitution and 
by-laws, Dayton Adams; educational, 
J. M. Cowles. 

The association will announce through 
E. A. Krueger, its publicity chairman, the 
extensive radio educational program 
which will run through the winter 
months. 


MANY ARE LICENSED ON 


MUTUAL BENEFIT PLAN 
(CONTINUED FROM PAGE 3) 
Springfield; M. Kuciemba, president; D. 

O. Wallace, secretary-treasurer. 

27. Marion County Mutual Benefit 
Association, Salem; J. H. Vawter, presi- 
dent; E. J. Jones, secretary-treasurer. 

The following associations have re- 
ceived permits to solicit applications: 

Protective Mutual Benefit Association 
of Greenville, Ill. 

Jasper County Mutual Benefit Asso- 
ciation of Newton, III. 

Corn Belt Mutual 
Springfield, Ill. 


CENTRAL LIFE HOLDS 
ANNUAL CONVENTION 


(CONTINUED FROM PAGE 5) 
Walker, manager in southern California, 
gave an inspirational address on “Life 
Insurance as a Career,” emphasizing 
the fact that anyone to succeed in his 
business must love his work, regard- 
less of its nature. Additional sales talks 
were given by Frank Prichard, general 
agent at LaSalle, Ill., H. H. Smith, gen- 
eral agent at Chicago, W. L. Wilson, 
general agent in Minnesota, S. Dale 
Pierce, general agent at Geneseo, IIL, 
John R. Maney, general agent at Wash- 
ington, Ia., and John B. Miller, gen- 
eral agent at Chicago. In concluding 
the business session, Mr. Wilson made 
an announcement of the new five year 
convertible life policy which the com- 
pany is just issuing and also the forma- 
tion of the Organizers’ Club for all 
men who bring in new producers in the 


Association of 


agency ranks. The agents adjourned 
to the Medinah Country Club where 
luncheon was served, that concluding 


the convention program. 


AGENCY MEETING HELD 
BY MINNESOTA MUTUAL 


(CONTINUED FROM PAGE 5) 
trustees at their homes. Thus the names 
of the agents and their records-are fa- 
miliar to them. 


Told of New Policy 


The new policy announced is known 
as the retirement income bond. It ma- 
tures at age 60 or 65 as desired and pays 
$10 a month for life or at least ten years. 
Although written for $1,000 or multiples 
thereof, the cash value at age 60 is $1,- 
177 and at the age of 65, $1,333. At any 
time after the cash value passes $1,000 
the amount payable at death is the cash 
value and not the $1,000. A great num- 
her of optional settlements are available, 
either at maturity or before or after ma- 
turity. If the policyholder is not ready 
to take his benefit at maturity he car 
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' 
continue the payments and increase the 


benefits until he is ready to exercise one 
of the options. It carries a special disa- 
bility clause of 1 percent a month to 
maturity, after which time the regular 
income begins in place of the benefit for 
total and permanent disability. 
Additional Sales Plans 


The new selling plans are printed and 
fit into the sales manual supplied the 
agents a year and a half ago. Each plan 
begins with a list of supplies to be used 
and also shows the sources of names to 
be canvassed on the type of plan given 
The sales plans cover salary continu- 
ance, program sales, retirement income 
bond, monthly income, education plans, 
inheritance tax, investment bond, total 
disability coverage and the net cost bug- 
aboo. Each plan includes the material 
to be used in selling, such as charts and 
illustrations to be used with the assured. 


Has $140,000,000 in Force 


President Randall in welcoming the 
guests reviewed the growth of the com- 
pany. His topic was, “You Would 
Hardly Know the Place.” Twenty years 
ago the company had less than $20,000,- 
000 in force and its surplus was too 
small to mention. It now has $140,000,- 
000 in force with a surplus over $1,250,- 


000. In 1907 it adopted the annual 
dividend plan. In 1909 it announced its 
first dividend scale. Since then there 


have been seven increases and the com- 
pany has never found it necessary to 
decrease its dividends to policyholders 
or suspend them. 


Peep Into Future 


The topic of T. A. Phillips, vice-presi- 


dent, was, “A Peep Into the Future.” 
Mr. Phillips with great frankness dis- 
cussed the aims of the company and 


what it could do. He said the trend is 
strong toward income insurance, even 
on small policies. The writing of chil 
dren is increasing rapidly. He noticed 
the development of group insurance 
Originally it was one year term. Now 
there are sinking funds, cash settlements 
and pensions. Employers are asking 
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employes to share the cost on the higher | 
priced policies so that group insurance | 


is approaching the pay-roll plan. One 
question that this raises is that whether 
it shall be sold by agents or by salaried 
representatives of the home office. He 
said the Minnesota Mutual has offered 
the group plan to those agents who wish 
to use it, but it is not out to get volume 
through salaried representatives. 


Insured Investments 


Ray P. Cox, manager of western 
agencies with headquarters at San Fran- 
gave a talk on “Insured Invest- 
ments,” giving a further development of 
the idea he first presented at the agency 
convention of 1926, at St. Paul. This is 
designed especially for young men. It 
aims to turn into life insurance pre- 
miums the savings that are now being 
put into bonds, many of which are of 
doubtful value. Mr. Cox’s talk gave 
seven points of comparison between a 
bond even of the highest quality with 
life insurance and old age income. Mr. 
Cox made seven points on life insurance 
compared with bonds of the highest value. 
First, life insurance has a guaranteed 
100 percent value at all times. Second, 
through the investment methods of the 
companies it is as safe as human inge- 
nuity can make it. Third, it has a known 
cash selling price or equity any time 
the policyholder wants to sell. Fourth, 
it has a guaranteed collateral value. 
Fifth, it insures against loss of the pol- 
icyholder’s investment through the haz- 
ard of death before he has completed 
his payments. Sixth, it insures against 
the hazard of disability. Seventh, if 
there is any profit it goes to the assured 
Mr. Cex asked what bond house will 
first give these guarantees and then 
promise if it makes any profit out of the 
transaction it will turn such profit over 
to its customers? 


cisco, 


Sell on First Interview 


In the session on “The Sales 
That Brought Me Here,” P. F. 


Idea 
Jenkins 


of Tacoma, Wash., developed the Cox | 
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AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 
$423,968,907.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


| AMERICAN NATIONAL INSURANCE CO. 
| Agency Manager, Ordinary Department 
GALVESTON, TEXAS 


























YOUR OPPORTUNITY 
District Managers~General Agents 
Splendid Inducements 


We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Cooperation—Up-to-date Policies. 


Operating in Iowa — Minnesota — So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 


Address B-23, c/o 
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SERVICE CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 


St. Paul Minnesota 


M. A. NATION 


Cc. D. MAC LAREN 
President Vice President and General Manager 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts Cap to $5,000) for Children on ey of 
Life and Endowment plans, thus parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 
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You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work 

During 84 years the first American legal reserve nrvutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 

This comparty writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 











EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 


Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 
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Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 
T. F. BARRY, FOUNDER 


WILLIAM J. ALEXANDER 
Secretary 
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argument on insured investments. The 
Jenkins agency is new but it is already 
near the top. It uses this plan exclu- 
sively. Two of the agents at the con- 
vention qualified for the trip within 30 
days after they got their contract. 

Mr. Jenkins was trained by Mr. Cox 
and he trains his men to sell on the first 
interview. They work on young men 
between the ages of 20 and 35. On poli- 
cies of $5,000 or so, life insurance is 
compared with the purchase of real es- 
tate as an investment. On smaller stuff 
it is compared with buying an automo- 


| bile. These are transactions that the 


| sell other forms. 


prospect understands. Life insurance 
with income in old age is made to appeal 
to men who are at first incredulous 
about becoming financially independent 
on their small incomes. 

Start on One Plan 


W. A. Nicholas, of Gillette, Wyo., 
told of his plan of starting new men. 
He drills them first on ordinary life and 
advises them to stick to that policy until 
they know life insurance well enough to 
His reasoning for rec- 
ommending ordinary life is that no one 
can be harmed by buying that form and 
if a change becomes desirable later it 
can be made without a new medical ex- 
amination. On the other hand, if some 
special form of policy was sold it might 
be found unsuitable when the agent 
understood insurance better, but if he 


| wanted to change the assured over to 
| the plan he should have there might be 


Nicholas tries to 


some difficulty. Mr. 


| get his men to get one idea so they can 


| between two lakes, 


present it well. If the agent works too 
many plans the prospect is apt to be 
like the short stop in a baseball game 
who let the ball go by him without try- 
ing to stop it. He had had a drink or 
two before the game and when rebuked 
by the manager he said he saw three 
balls coming and he did not know which 
one to stop. 


Right Selling Is Conservation 


The conservation meeting presided 
over by Fred W. Allen, president of the 
Randal! Club, had five speakers, all of 
whom had made records in keeping 
their business in force. They all cen 
tered, however, on selling the insurance 
right in the first place, for if it is not 
properly sold it cannot be kept in force. 
If the agent has made the prospect un- 
derstand what the insurance is for and 
what it will do for him and his family, 
and if he has won the confidence of the 
assured, conservation becomes a matter 
of helping customers continue their in- 
surance through financial difficulty. Mr 
Allen, who won the presidency of the 
Randall Club on his record, wrote 276 
applications in two years for over $1,- 
000,000. Every policy but one was is 


sued as applied for, with only two re 
jections. On renewal Mr. Allen kept 
in force 97.9 percent, or practically 98 
percent 
Pians Were Tried Out 
The new sales plans presented to the 
ayvents have been tried out in the field. 


associate manager of 


H. J. Cummings, 
showed 


agencies, said that his diary 
that he had worked 51 days on these 
plans with agents. In those 51 days 
$460,000 of insurance was written on 45 
lives, following the plans absolutely as 
they were presented to the agent. 

Sam R. Weems of Dallas surprised 
the agents with the extent to which he 
uses the payroll deduction plan. He 
does not regard it as necessarily a fac- 
tory plan. He has put it in the Federal 
Reserve Bank at Dallas, and has the 
same plan in operation in other places 
of that type rather than factories. He 
writes officials of corporations as well as 
clerks and has written policies where 
the salary deduction on a single official 
has been as high as $500 a month 

Instead of having speeches at the han- 
quet that was given Wednesday even 
ng the guests were entertained by 
vaudeville put on by inside talent. There 
were no outside artists on the bill 
= inv of the hits on well known figures 
n the company brought down the 
sass The hotel is beautifully situated 
about three miles 
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from town. When the Minnesota Mu- 
—_ s special train began to unload about 

:30 the citizens of Alexandria were on 
hand with their automobiles to carry the 
guests to the hotel. Payment was abso- 
lutely refused. 

The agents were welcomed by Mayor 
Luedke of Alexandria in a witty talk 
with a fresh “line.” Mayor Luedke said 
there never was a time when the people 
of the northwest so appreciated life in- 
surance as in the recent period of bank 
failures in that section. 

As the crowd sat around waiting for 
the first session A. O. Eliason remarked 
he would bet anyone that President 
Randall would enter the room within 
three minutes. A glance at the clock 
showed it was three minutes of nine, 
the hour set for the beginning of the 
proceedings. Before a bet could be ar- 
ranged Mr. Randall walked in. Before 
the stroke of nine the session was under 
way. 


NEW YORK LIFE HAS 
SIX BILLIONS IN FORCE 


Six billions of insurance in force is 
the new record made by the New York 
Life as recently announced. The sixth 
billion was written in a year and 10 
months. Five of the company’s six bil- 
lions were written in the present cen- 
tury. Fifty-four years of effort, from 
1845 to 1899, were necessary for writ 
ing the first billion. All of the business 
is in the ordinary field, as the company 
writes neither group nor industrial busi 
ness. The company’s announcement read 
in part as follows: 

“Six billions is too large a figure for 
the average man’s comprehension, and 
even one billion is unfamiliar territory 
for most of us. The following may help 
us to get the picture of six billions o 
insurance: If the six billions were paid 
out at the rate of $1,000 a day, 16,624 
vears would be necessary to distribute 
the entire amount. Even at the rate of 
100,000 a day, 6,000,000,000 would not he 
disposed of for more than 166 vears.” 

New Texas Commissioner 

AUSTIN, TEX., Sept. 8—R I 
Cousins, Jr., assistant attorney genera! 
for three vears, handling all insurance 
matters tor the Texas department, lias 
been appointed commissioner of insur 
ance of Texas, effective Sept. 1, to suc- 
ceed R. L. Daniel, who served two 
years. Governor Moody made the ap- 
pointment. Under the new state insu 
ance law Mr. Cousins becomes its chair- 
man and commissioner of life insurance, 
with a six-vear term 


LINCOLN NATIONAL 
ANNOUNCES CHANGES 


(CONTINUTED FROM PAGE 6) 


65 instead of age 60 as in the past. Thi 


of cours is subject to adjustment in 
the event it ig necessary to obtain re- 
insurance 
. > . 
13 Commissions on Full Premium on 


Premium Reduction Policies— 

First year commission will be payable 
upon the entire initial premium on both 
ordinary life and 20 payment life pre 
mium reduction policies 

. . . 

14 Commissions on Full Premium on 
Substandard Policies— 

First vear commissions (same rate as 
on standard policies) will be payabl 
upon the entire premium on policies 

sued on a substandard basis, except in 
the case of temporary extra premiums 


Pacific Mutual’s New Policy 

The Pacific Mutual Life has announced 
a new commercial at¢cident policy, known 
as the “advanced Eureka” polles It 
written on the basis of $10.000 principa 
sum, for $25 weekly indemnity Hospita 
benefits or nurse's fees are payable in 
‘rddition to surgical operation benefits 
The policvholder is reimbursed for x-ray 


bodily 


} 


examination made necessary by 
injury 

The regular double indemnity features 
are included and for an additional pre 
mium of $5 a year a double indemnity 
will be paid for automobile accident in 
juries 
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ll P f W ° M dentally, I sold the same man $250,000 | deal because I do not believe it is the big 
Frank Penne rerers to rite any last year, making a total of $550,000 I | thing a man is selling, although I admit 
have sold since 1920 to this man who is | there is a great selection between com- 

Small Cases Rather Than a Few Large only 31 years old. panies. Today I find that 60 percent of 

my time goes to old customers; it ts 

Must Adopt Plan Best taken up looking after contracts, making 


Policies, Because of Future Business “Suited to" individuality sare they do sat ge beyond ton Guys of 
; - : : “What plan should a man use? There | Stace, taking care of people who have 
N a recent address on “Merchandising | ber of lives than in production and I still | 2-. poo. ways of aim ite gone abroad and whose mail has very 


Life Insurance,” Frank W. Pennell | feel that way. Here is a man who works only on the | likely gone astray, fitting men to a new 
of New York, one of the country’s Can Build Volume reference plan, which I think is most | Plan, and possibly three or four days 
largest producers, said that in his 10 Out of Small Sales satisfactory after all; here is a man using | helping out beneficiaries and doing other 
years’ experience he had seen many men the habit talk; here is a man who will | Such things not called for in the con- 
ruined because they went out after big “When I talk to a man 50 years old close on his first interview or not at all; | tract. The great thing you have got to 


policies exclusively. “It is a great temp- | I find some agent has been giving him | here is a man who requires two inter- | S¢ll is not your company but your own 
tation,” he said, “when we read of these | service for 25 or 30 years, and I see no views and another three; here is a man | record in the business, your own service, 
jumbo lines which do not really exist. A | reason why I should try to take that’ who makes a fixed number of calls a Which is the thing that is selling more 
man thinks he can write big business | business away. So my aim is to get in| day, and another man who will have | life insurance today than ever 

and he goes after it. He is soon dis- touch with a lot of men who are likely sO manv interviews a dav I think all . . 

couraged, and sooner or later he gets out | to succeed and to know them by their | these plans are good. | do not believe Big City Is Made Up 

of the business. On the other hand, we | first names, to get to know their fami-! there is any certain plan that fits all of Many Small Villages 

have many illustrations of the value of lies and the little things they do. As | men, for I think we have got to be our- ‘l am from a town in north Michigan 
mass production. I need only remind | these men grow, my business grows. | selves and de velop ourselves in our own | of 6,000 or 7,000 people, where I knew 
you of the Ford company, the Wool- Now to show that you can build volume | way. I am not a so-called high pressure | practically everyone and could get the 
worth company and the Wrigley com- | on small sales, I find that of 79 cases I salesman I studiously avoid giving a news quickly Then I came to New 
pany, in each of which fortunes have | wrote in 26 weeks, 63 were for $10,000 | man the impression that I am trying to | York, a great city which is rather a 
been built up through small sales. I | or under, and of these 63 cases, 40 were | sell him. I want him t get the impres- formidable thing until you stop to ana- 
have often said I would rather write | for $5,000 or under. But my volume in| sion he is buying life insurance. Pe: ple | lyze i Then what do you find? New 
$1,000,000 of business on 100 lives than | that period was $858,000. The average like to feel they are exercising their good | York is just like my home town, made 
$1,500,000 on 10 lives. I still feel that | number of cases was three a week. Only judgment in buying, and if vou can get | 1 nv villages running north from 








way because I am in the business for the | 16 of those cases were over $10,000, and a man to buy of his own choice. vou are the Ba vy. eac them an entity. The 
repeat orders that come through a large | the largest case in that group was for building well for the future shipping district is congregated in one 
number of lives. I have often said I | $200,000 on a man I sold $5,000 term in “Years ago | used to talk company. I section The manufacturing district is 
would rather lead the company in num- ! 1920 on a quarterly payment basis. Inci- ‘have got away from company a good (CONTINUED ON NEXT PAGE) 


The Key “a 
to Illinois 


New COMPANY offers you the key to Illinois. 











Larger Sales Through 
Income Settlements 


dl Whether you have sold life insurance before or \ business man, who had considered 
not you owe it to vourself to find out just what the his $15,000 insurance ample, raised the 
key is. total to $45,000 when on ase settle- 
Why not take the opportunity offered by ment arrangement, proposed by the 
the Citizens National? Why not write agent, revealed the inadequacy of his 
j today to this new company of experienced protection. 


life insurance men? s : 
Income settlements, besides assuring 


There may be other opportunities coming satety ol principal and income for the 
your way, but here is a real one now beneficiary, mean larger sales tor the 
waiting tor you to grasp it! agent, and the recognition accorded work 





of professional quality. 
\ new company—new policies—real co- 


Vhe ‘ itizens Na operation—concentration on Ilinois—and We shall be glad to supply full infor 
thma ile ean . . ‘ - - 
writing business why not check up with the Citizens Na mation regarding our Income Settlement 
in June, 1927, with , > : 7 " < ‘ -S* ; ° 22 
a capital and sur- tional those things you have alway: plans. Connecticut General Lite Insur 
pins of Sines wanted of a life insurance company? : 1 ord. C 

Ty ! t- ° . 4 . F eo ‘ ‘ or ’ 
diately be increased Write George Kabureck today ance Company, Hartford, Conn. 
to $300,000 
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ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 
160 N. La Salle St. 
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A. GLOVER & CO. 
* Consulting Actuaries 
29 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 





NEW YORK 





oodward, Fondiller and Ryan 
Consulting Actuaries 

Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Installations — Companies and Associations 
managed under contract — Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing. 
75 Fultom Street New York 











OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 





pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 
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| and walk the same streets. 


(CONT’D FROM PRECEDING PAGE) 
another, and investments another. In 
these little towns people eat at common 
restaurants and they all talk the same 
language. They have common leaders 
Their towns 
are just as small as the one I came from. 


Concentrates Attention 
on Isolated Sections 


“I have tried to recognize this situa- 
tion by concentrating my business in 
one or two small isolated sections of 
New York. About 95 percent of my 
business is written within a quarter of a 
mile of my office. If I should scatter 
my energies all over New York, I should 
lose a great deal of time getting from 
place to place. That is not my idea. 
have one bank in New York in which | 
have written between $3,000,000 and $4,- 
000,000 of business. It has a payroll of 
5,000 people. With their families that 
means 15,000 people. And there are 
many such places in other cities where a 
man can write $1,000,000 a year undcr 


one root, 


Scientific Prospecting 
Is of Great Importance 


“Today we have a great deal of stuff 
out on how to sell insurance. We have 
a lot of ‘isms’ and cults, the mastery of 
which will enable any man to go into 
any office and go through from soup to 
nuts and automatically the prospect 
picks up a pen and signs on the dotted 
line without knowing what he is doing. 
But I have come to the conclusion 
that scientific salesmanship does not 
matter so much as scientific prospect- 
ing. 


Newspaper Training 
Is Excellent Experience 


“If I had a son and he was going 
into life insurance, I would insist he 
should have some newspaper training. 
Newspaper training has helped me in 
iny work immeasurably. Every day | 
go out on a newspaper ‘beat’ and talk 
to people and find out names, addresses 
and certain facts and information that 
wile lead me quickly to the door of 
possible business. Last year I got the 
names of six different college men who 
had come to the city from different 
schools. I have seen five out of the 
six; | have sold three and had them 
examined: two will be sold this fall; 
the sixth would not let me in. I got 
those names before my competitors did. 


Watches for Early 
Notice of Promotions 


“IT also find out when certain men 
have been promoted. I get what is 
called a ‘scoop’ in the newspaper bus 
iness. Last year a man connected with 
a certain institution in New York asked 
me if I knew so-and-so, their manager 
at Antwerp. I said I did not and asked 





if he was doing well. He replied that 
he had been promoted three times within 
a short space and that he would be in 
New York only two weeks. I went over 
and was introduced to him and sold him 
$25,000 in just exactly one minute. I 
did not require any canned sales talk 
nor hypnotism or mesmerism or any- 
thing else. 1 had the facts.” 


Believe in Working 

According to Quotas 

Mr. Pennell is a great believer in the 
quota. “I! thought in the beginning that 
if I could do $300,000 | would be doing 
a big business. But that looked like a 
lot of business in one figure so I di- 
vided it up into 50 weeks and started 
out on $6,000. The first few years I 
increased it and have been on a quota 
ever since. The mere fact that a man 
is ahead of his quota does not mean 
much, for every week he has to stand 
on his own feet. If he writes $50,000 
this week, he should try to write his 
regular quota next week or somewhere 
along the line he will get licked. If a 
man starts out with a piece of granite 
to make a horse block, he will make a 
horse block; if he starts out to make a 
monument, he will make a monument. 
So my quota as it stands today is the 
incentive, it is the pattern by which I 
work and while I am ahead of the quota 
for the present, I mean to stay on the 
job and look after it. General agents 
cannot give better help to their men 
than to insist that they have a reason- 
able weekly quota and live up to it.” 


IMPORTANT DECISION 
EXPECTED IN TAX CASE 


(CONTINUED FROM PAGE 3) 
prevailing before the Frick decision was 
handed down. 

Taxable Under Different Clause 

Accordingly, his decision rejecting the 
claim for retund stated that “although 
said insurance policies were not taxable 
Section 402, sub 
division (1) Tithe IV of the Revenue 
Act of 1918, in view of the 
United States Supreme Court in the 
case of Lewellyn vs. Frick, decided on 
May 11, 1925, they were taxable under 
the provisions of Section 402, subdivi- 
sion (c) Tithe LV of the Revenue Act ot 
1918." This section provides tor the in- 
clusion in the gross estate of property 
included in a transfer or a trust made m 


under the provision ot 
decision ot 


tine 


contemplation of or intended to take 
effect mm possession or enjoyment at or 
after the death of the donor. 
Claim Tax Is Unconstitutional 
The executors insist that no such 


transfer or trust was created in connec- 
tion with these policies and that the as 
sessment and collection of a tax on these 
proceeds would constitute a taking of 
property of the petitioners as executors 
without due process of law, in violation 
of the fifth amendment to the Constitu- 
tion of the United States. Other claims 
as to the unconstitutionality of taxing 
these proceeds, and the impropriety of 
including them in the gross estate under 
force at the time of 


the revenue acts in 
Mr. Perkins’ death are strongly empha- 
sized in the complaint. 


Interest in Outcome 


Life underwriters generally have been 
viewing the Frick decision as one that 
only partially cleared up the real ques- 
tions as to the right of the federal gov 
ernment to include in the gross estate 
for estate tax purposes the proceeds ot 
life insurance policies payable to named 


beneficiaries, and have been expecting, 
among the several cases now pending, 
to get a decision on constitutional 
grounds where death occurred after 
1921, hoping that the supreme court 
would decide that all such proceeds were 
free from the estate tax as not being 
part of the estate in any sense. It is 


understood that Roger B. Hull, the new 
managing director and general counsel 
of the National Association of Life Un- 
derwriters, will discuss these Frick fol 
fow-up cases at the Memphis convention 





September 9, 1927 


and it is safe to say that his standing 
and ability as a lawyer, added to his 
new interest im life insurance, will mah 
this a very interesting and useful fea 


convention. 


J. W. Bishop Honored 


J. W. Bishop, manager of the home 
office agency of the Volunteer State 
Life, was honored both for his 21 years’ 
service with the organization and for his 
work as a producer of business by offi- 


ture of the 





‘ials of the company and men of his 
agency last week 

Officials presented him with a gold 
watch, appropriately inscribed, and 


agents presented him with a bouquet of 
roses. Mr. Bishop started with the Vol- 
unteer Life just three years after its 
organization. For the sales year ending 
June 30, Mr. Bishop led the entire field 
force in personal production and 
presented with a loving cup at the con- 
vention held recently at Niagara Falls 
His agency was declared in the lead 
of all agencies of the company. 


was 


Mutual Life Meetings 


One of the most interesting meetings 
of the season was the one-day mid-sea- 
son sales congress of the Nashville 
agency of the Mutual Life of New York, 
held at Chattanooga. 

Claude Smith, Chattanooga district 
manager, and his associate agents were 
the hosts. An index of the enthusiasm 
occasioned by the discussions of sub- 
jects of practical help to the agent was 
the fact that every one of the 30 agents 
present had something to say during the 
day. All the $250,000 Field Club mem- 
bers of the Nashville agency were pres 


ent and added much to the success of 
the day's program. 
he climax of the sales congress was 


the closing hour when Manager J]. D 
Torrey of Nashville made one of his in 
spiring addresses. 


Sccurity Life Agency Convention 


The Security Life of Chicago is hold- 
ing its annual agency convention Sept 
8-10 at Atlantic City. Home office oft 
cials who will be present at this meet 
ing are S. W. Goss, vice-president; J]. ( 
Seitz, secretary, and L. S. Broaddus 


spector of agencies. 











Stephen M. Babbit 


President 


HUTCHINSON, KANSAS 

















A man experienced in handling life 
insurance inspections and claims, 
now employed, desires position with 
good company in Claim Department 
test of references from employers 
Address B-89, The National 


Underwriter. 


care 


























yviim 








Prosperity 


After the Pilgrims landed in our country sick- 
ness, suffering and death menaced them. Many, 
early discouraged, returned to their homes over the 
sea but a few who had implicit faith in their new 
venture stayed and built, slowly and gurely, a land 
of peace and prosperity. j 


Today we still have need of just such men— 
men willing to build slowly and surely on a founda- 
tion of friendly service with the corner stone of 
integrity. To such men this company has much 
to offer and they will find it pays to be friendly 
with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 











In the Good Old Days-- 


an old man could pick up odd jobs and with 
little assistance he managed to make his living. 


but now-- 


Where has the odd-job man gone? Where is 
the “Jack of all trades” we used to see? In 
this age of highly specialized and scientific 
business there is little demand for his services. 
He is forced to live on the graciousness of his 
children or friends—if he has any. 


What a field for old-age pension insurance, a 
plan that makes it possible for the young or 
middle-aged man to pension himself. This 
policy is part of the regular equipment given 
Mutual Trust agents. 


‘Get Acquainted with 


Mutual Trust 
LIFE INSURANCE COMPANY 


~ EDWIN A. OLSON, President ~ 
¢\* 77 West Washington Street \‘ 
{ CHICAGO, ILLINOIS f 


ES CAs Faithful as OLD FAITHFUL” €35 





























A TOWER OF STRENGTH 


Insurance in Force 
$1,250,000,000 





PNET ct tine ceekssevedensenseepanees $345,000,000 
SURPLUS AND CONTINGENCY 

PRE tneneceusenssconeensesseas 45,000,000 
TOTAL LIABILITIES ..............2.. 300,000,000 


(Including Paid-up Capital) 


Interest on Policy proceeds, profits, etc., 
left with the Company 


5¥% To 


Total investments in United States securities 


exceed $125,000,000 


‘*Prosperous and Progressive” 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 




















Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 





Pennsylvania 


The Provident has worked 
out a practical plan by which 
the Home Office, through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 























SAY, | HEARD 
JONES LEFT 
OVER A MILLION 
IN STOCKS IN a ah STED 
= “i | YES AND ALL S 
| THEY REALIZED 
ON WAS HIS 
4525000 LIFE 
INSURANCE 





























LIFE INSURANCE ALWAYS PAYS IN FULL 


WE WANT INSURANCE MEN 





who have the ability to take a territory and develop it. Better policies and 
service to sell and we will pay you for selling them. We will give you a 


uper Generous Contract with real first year commissions. 


RENEWALS NON FORFEITABLE 


S<ESERVE LOAN LIFE 
URANCE COMPANY » alee 





—_ INDIANAPOLIS, INDIANA. 





